


New York State Association of Insurance Agents 





A WEEKLY NEWSPAPER 


Published by the Eastern Underwriter Co., 93-99 Nassau Street, New York 38, N. Y. 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 











ixtieth Year, No. 19 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


Second-class postage paid at New York, N. Y. 


THE EASTERN UNDERWRITER 


INTERPRETING THE TRUE SPIRIT OF 


INSURANCE 


Printed in U.S.A. 





























NEW YORK, FRIDAY, MAY 8, 1959 $5.00 a Year; 25c. per Copy 


























N. Y. Agents’ Assn. 
Backs Merit Plan 
For Auto Liability 


7th Annual Comvention Also Acts 
Young Drivers, Assigned Risks 
in Safety, Rate Moves 


OMMISSIONS DISCUSSED 


Elected President to Succeed 
Brewer; Insurance Leaders 
Appear in Press Panel 














By Epwin N. Eacer. 


Syracuse, N. Y., May 5—The New York 
state Association of Insurance Agents 
oncluded its 77th annual convention here 
t the Hotel Syracuse by adopting sev- 
ral resolutions aimed at reducing auto- 
obile accidents, improving rates, pledg- 
ng support for the National Associa- 
ion’s advertising campaign this year and 
n 1960, and disapproving, and sending 
jo the executive committee, a proposal 
)ffered by Albert E. Mezey of New York 
lity which would have sought the fol- 
lowing : 

'“The New York State “Association 
oe insurance companies doing 
usiness in the State of New York to 
give immediate and favorable considera- 
tion to eliminate ‘mysterious disappear- 
ance’ from the contract forms for *> an 
sonal property floater and ess | 

'C policies, which would make for 
more favorable loss ratio, thereby en- 
abling the companies to write this busi- 
ness on a more profitable basis and 
create a more favorable market for this 
coverage and a better understanding with 
the public so essential to the satisfactory 
conduct of the insurance business. 

“Be it resolved that this convention go 
on record as being opposed to any inclu- 
sion of the ‘mysterious disappearance’ 
feature in the proposed revised Home- 
owners forms two and four.” 


Objections Stated 


This resolution brought objections 
from Theodore Tuke, president of the 
Monroe County Association at Roches- 
ter, and Richard Kresse, president of 
the Greater Buffalo Association of In- 
surance Agents, who contended loss 
ratios on the broad form policies are 
not so bad in their areas as to warrant 
restricting coverage. As the convention 
believed the subject should be studied 
further the resolution was defeated and 
the subject referred to the incoming 
executive committee. On that committee 
today were elected Mr. Mezey, Rich- 
mond E. Thompson, Valley Stream; 


(Continued on Page 22) 
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Mr. Agent: 
We can lessen 
your “load” 
with our 


age 
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prompt service, 
facilities, and 








insurance 





know-how! 
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A Real Salesmaker... 


COLONIAL’S NEW 


INSURABILITY RIDER 


Protects policyholder’s future insurability by 
providing guaranteed purchase options at 
stated three year intervals between ages 25 
and 40. 


Annual Cost of Rider per $1,000 for Whole 
Life: 


At age 15 — $ .69 
At age20— 86 
At age 25 — 1.08 





ry 


ES 97 Home Office: East Orange, New Jersey 

















3-Day Program 
Staged By Health Ins. 
Assn. In Philadelphia 


President Wallace Says A. & S. 
Industry Faces Its Greatest Chal- 
lenge and Opportunity 


SKUTT ELECTED PRESIDENT 


General Manager Neal Gives Pic- 
ture of HIAA’s 1958-59 Activity; 
Membership Up to 275 Cos. 








By Wa tace L. Crapp 


Philadelphia, May 6—With a record- 
breaking representation of top ranking 
executives of its 275 member companies, 
the Health Insurance Association of 
America has been in three-day session 
here at the Bellevue-Stratford Hotel this 
week for its third annual meeting. A 


variety of topics have been under dis- 
cussion, including Federal and_ state 
legislative developments, medical and 
hospital relations, A. & H. public rela- 


tions and advertising, and the U. S. 
economy. Consensus of opinion among 
those attending is that HIAA has shown 
unified strength and leadership at a time 


when the industry is faced by increased 
pressures, especially in connection with 
continuing coverage of “over 65” senior 
citizens. 


The Monday morning program fea- 
tured a panel discussion on “The Impact 
of Government on Health Insurance” 
moderated by John A. Henry, vice presi- 
dent and general counsel, Continental 
Casualty, Continental Assurance and 
Transportation Cos. The panel speakers 
were: Milton A. Ellis, third vice presi- 
dent, Metropolitan Life; John P. Hanna, 
HIAA general counsel ; Paul M. Haw- 
kins, HIAA counsel; Joseph F. Murphy, 
secretary and counsel, America Fore 
Group, and V. J. Skutt, president, Mutual 
of Omaha and vice president of HIAA. 

Ardell T. Everett, second vice presi- 
dent, The Prudential, was the moderator 
for yesterday morning’s panel discus- 
sion on the activities of Health Insurance 
Council, Speakers on this panel were 
Arnold B. Brown, third vice president, 
Metropolitan Life; Louis A, Orsini, as- 
sistant director, information - research, 
HIAA; and Charles D. Scott, executive 
vice president, Great American Reserve, 
Dallas. 

A feature of the program this morning 
was a description of New Developments 
in Canadian Health Insurance, given by 
W. Douglas Bell, managing director of 
the newly formed Canadian Health In- 
surance Association. 


Full Report Next Week 


A full report on the annual meeting 
of the Health Insurance Association 
of America will be carried in a special 
section of our May 15 issue, 











Election of 1959-60 officers and di- 
rectors took place on Monday afternoon 
at the HIAA executive session, New 
president is V. J. Skutt, president, Mu- 
tual of Omaha, succeeding Travis T. 


(Continued on Page 38) 
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“No wonder I like to sell John Hancock’’ 
j ’ 
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The John Hancock Signature Series 








He’s career-trained for 


confidence...and sales 





The John Hancock man approaches all life insurance 
problems confident of his ability to serve his clients’ 
needs. There’s a reason for this confidence — he’s 
career-trained. 


At the John Hancock training is more than acquiring 
knowledge. It is a continuous process of developing 
an individual’s attitudes, skills, and work habits — 
plus giving him thorough insurance knowledge. From 
the time he enters Initial Training until he completes 
the advanced courses in Life Underwriting and 
Business Insurance, the John Hancock man grows in 
confidence. 


Yes, with a modern life insurance portfolio—and 
career-training, too—no wonder he likes to sell 


John Hancock. 
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MUTUALLY LIFE INSURANCE 


BOSTON, MASSACHUSETTS 





COMPANY 
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| Handling of U. S. Bill Taxing Life Companies 


When the Senate takes final action 
later this month on the life insurance 


‘ company income tax bill, what Senator 
| Byrd, Senate Finance Committee Chair- 


called the most difficult and com- 
plicated tax problem he has experienced 
in thirty years will be close to legis- 
lative solution. Probably no other tax 
measure in history involving a single 
business has received so much thought, 


‘} analysis and consideration, 


This major Federal tax bill is the 
product of long and careful study first 
by the Treasury, then by the Congres- 
sional Joint Committee on Internal 
Revenue Taxation headed by Colin Stam, 
then by the powerful House Ways and 
Means Committee, under the chairman- 
ship of the highly respected Wilbur 
Mills, and finally by Senator Byrd’s 
Committee. Examination of the history 
of this insurance tax bill shows clearly 


; Called Most Difficult, Complicated But Carefully Considered 
Tax Measure in 30 Years; 1,186 Pages of Senate 
and House Testimony at Hearings 


that each of these steps involved pene- 
trating preparation leading to the enact- 
ment of what may well be a permanent 
solution to this long-vexing problem. 

Since 1921 the Treasury has been con- 
sidering this particular issue. For the 
past few years it has been giving con- 
siderable time and attention to an equit- 
able solution, working closely with 
representatives of the life companies, 
stock and mutual alike. The staffs of 
the Joint Committee and the House 
Committee have spent days that became 
months during the past year listening to 
spokesmen for different elements of the 
business in an attempt to reach some 
reasonable and practical approach. 

The Ways and Means Committee 
opened hearings in November on various 
proposals for a permanent tax measure, 
chief among them a Treasury suggestion 
for a combination investment income and 
total income approach. Four full days 


Two Forty- Year Anniversaries 


Shortly after the termination of World 
War I an organization of managers and 
general agents of life insurance was 
formed in New York City which ever 


since has exercised a stabilizing in- 
fluence in the business. It was called 
The Round Table of New York. Its 


fortieth anniversary was observed on 
April 30 at the University Club at a 
dinner which was also in honor of John 
M. Fraser, general agent, Connecticut 
Mutual Life, who entered life insurance 
as an agent here 40 years ago and who 
has re: permanent secretary of The 
Round Table since 1945. Guest speaker 
was Peter M. Fraser, chairman of Con- 
necticut Mutual. 

Toastmaster at the dinner was Julian 
S. Myrick, called “the father of The 
Round Table,” and he explained how 
the organization came into being. Dur- 
ing the war some prominent general 
agents and managers formed themselves 
into a committee to assist the Govern- 
ment in distribution of Government 





Photo by Russell Larkin 
L. to R.—John M. Fraser, Peter M. Fraser, Julian S. Myrick, Charles J. Zimmerman. 


bonds. There were five issues, the final 
one being the Victory Bond, and millions 
of dollars of the latter issue were sold 
by members of this committee. 


Prior to World War I there was 
much competition among the general 
agents and managers and little con- 


fidence or friendship. The cooperation 
in the Liberty Loan campaign demon- 
strated that these general agents and 
managers could work together; friend- 
ship and understanding grew and The 
Round Table came into being. 

Of the pioneer members of The Round 
Table only two were at the University 
Club dinner—Mr. Myrick whose com- 
pany was (and still is) Mutual Of New 
York, and J. Roy Robbins, retired general 
agent of Home Life and at one time 
secretary of the Table, Among home 


office men who were guests at the 
University Club dinner were: Bat 
O. Kelley Anderson, president, Philip C. 
Raye, vice president, Lambert M. Huppeler, 


vice president and John Hill, vice president, 


of hearings were held; forty witnesses 
were heard, and mutual and stock com- 
panies, from the largest to the smallest, 
had adequate opportunity to present 
their views. The Committee studied the 
testimony for two months and then re- 
ported a bill embodying the combination 
approach, 

The House of Representatives debated 
it some days later, and after over- 
whelmingly defeating a move to recom- 
mit it, passed it by a voice vote. 

Then the Senate Finance Committee 
began the process all over again, holding 
even more extensive hearings. These 
lasted six days and included the testi- 
mony, oral or submitted, of 78 wit- 
nesses — again representing every seg- 
ment of the business, including companies 
of all sizes and kinds. The Committee 
acted on this bill a few days ago follow- 
ing two weeks of executive sessions and 
after it was convinced of the merits of 
the combination approach. 

A total of 1,186 pages of House and 
Senate hearings testify to the time and 
attention accorded this measure. As the 
curtain is about to be lowered on this 
legislative drama, so important to the life 
insurance cOmpanies and their policy- 
holders, one fact is self-evident—the tax 
bill was not the result of hasty or ill- 
informed action, This tax bill received 
more thorough and careful study, debate 
and consideration than any other tax 
measure in the long history of Federal 





income taxation of the life insurance 
companies. 

New England Life. 

Joseph L. Beesley, senior vice president, 


Equitable Society. 
Vincent B. Coffin, 
Hartford. 
Louis W. Dawson, 
executive vice president, 
W. Rankin Furey, president, 
John M. Huebner, senior vice president, 
Mutual Life. 
John A. Hill, senior vice president, Aetna Life. 
Sayre MacLeod, vice president, The Prudential. 


chancellor, University of 
president, Roger Hull, 
Mutual Of New York. 
Berkshire Life. 
Penn 


R. Radcliffe Massey, vice president, John 
Hancock. 

Cecil J. North, vice president, Metropolitan 
Life. 

Irving F. R. Ring, vice president, State 
Mutual Life. 

Herbert C. Skiff, vice president, Phoenix 
Mutual. 

Charles J. Zimmerman, president; Raymond 


W. Simpkin, vice president, Connecticut Mutual 
Life. 

Milford A. Vieser, 
Mutual Benefit Life. 

Frazar B. Wilde, 
General Life. 

John Weaver, executive vice president, 
States Life. 


financial vice president, 


president, Connecticut 


United 


Guests from industry organizations 
were: 
Holgar J. Johnson, president, Institute of 


Life Insurance. 
Bruce E, Shepherd, executive vice president, 
Life Insurance Association of America. 


Jack R. Manning, managing director, Life 
Underwriters Association. 
Julius Sackman, Chief, Life Bureau, New 


York Insurance Department. 

John M. Fraser was presented with a 
beautifully bound volume of testimonial 
letters from members, based on the work 
he has done in the interests of the Table 
and helping it become a successful in- 
fluence in the business. 

The Table, which has approximately 
50 members, has had its dinners at the 
Links, Racquet, and Tennis or University 
clubs, while its monthly luncheons are 
at Bankers Club. Always at the lunch- 
eons there is a speaker, generally a 
member of the club, and freedom of 
speech is emphasized, 








Berkshire Life Makes 
Broad Staff Changes 


CREATES TWO NE NEW DIVISIONS 





Ralph G. Starke, Siemianene Vice Presi- 
dent; M. G. Roy Wallace, Treasurer; 
R. F. Rosenburg; Vice Pres. A. & S. 
Berkshire Life has made broad execu- 

tive staff changes, creating two new 

divisions, it is announced by President 


W. Rankin Furey. 
_Ralph G, Starke, formerly assistant 
vice president, has been elected vice 


president-investments, to head the new 
investment department to be responsible 





RALPH G. STARKE 


for stock, bond, real estate and mort- 
gage investments. Other officers are 
Frank J. Owen, Jr., assistant vice presi- 


dent in charge of real estate and mort- 
gages, and Eugene L. Amber, with the 
new title of investment officer. 

M. G. Roy Wallace, formerly assistant 


M. G. ROY WALLACE 


vice president and actuary, becomes 
treasurer, responsible for all mechanized 
accounting and_ statistical operations. 
Other department officers are George F. 
Shepardson, assistant treasurer, and 
Ralph G. Bull, elected assistant treas- 
urer. Chester H. Prentice, who has 
been controller, has resigned from the 
company effective June 30. 

Robert F. Rosenburg, who has been 
vice president and assistant to the presi- 
dent, has been placed in charge of the 
new accident and sickness department, 
formerly under the actuarial department, 
with the title vice president-accident and 


(Continued on Page 4) 
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U. S. Life Moves H. O. to 
‘ 125 Maiden Lane, N. Y. 


NEW BLDG NAMED FOR COMPANY 





To Occupy About Six Floors Initially; 
NAUA and Boston Ins, Co. 
Also Major Tenants 





The United States Life moved over 
the past week-end into its new home 
office building at 125 Maiden Lane, New 
York. This is a 17-story block square 
air-conditioned skyscraper which has a 
total of 250,000 square feet of space. As 
the latest addition to downtown Man- 
hattan’s skyline, it will be known as The 
United States Life Insurance Co. build- 
ing. 

Wylie F_ L. Tuttle, president of Collins 
Tuttle & Co., Inc., renting agents and co- 
owners of the building with National 
Properties, Inc., has announced that the 
United States Life has leased 40% of 
the total rentable area of 125 Maiden 
Lane. The company will initially occupy 
about six floors. 

Another major tenant in the building 
—National Automobile Underwriters As- 





socis occupy the entire 17th 
floor. ; 
The Boston Insurance Co, will also 


be a major tenant, moving in later this 
month. Mr. Tuttle stated that negotia- 
tions are now pending for all the re- 
maining space in the building. 

As designed by Sylvan Bien and 
Robert Bien, architects, the 125 Maiden 
Lane building will have individual floors 
ranging in size from 19,000 to 10,000 
square feet. 

Major Features 

A recently developed high-velocity in- 
duction air- conditioning system, specially 
designed for quick changing sunloads 
and capable of producing 980 tons of 
refrigeration was tested in the building 
by the Raisler Corp. prior to the tenants 
moving in, 

The entrance of the building will 
feature a reflecting pool and fountain 
with a two-story high white marble 
backdrop. Other major features include 
the latest-type high-speed electronically 
controlled elevators, high furred acousti- 
cal ceilings, recessed fluorescent lighting 
and a number of other recent develop- 
ments in office building design and con- 
struction, 

Diesel Construction Co., 
eral contractor. 


Inc., is gen- 





NEW YORK LIFE CAFETERIA 





New Dining Facility Doubles Choice 
of Food and Beverages for 
Company Employes 


New York Life has installed in its 
home office a modern cafeteria that 
operates with the fluidity of a super- 


market and provides the variety of a 
shopping center. 

Believed to be the only dining facility 
of its kind in New York City, the new 
cafeteria is a long way from the original 
lunchroom concept. Instead of a long, 
slow-moving line, the cafeteria is set 
up with island counters so the employe 


can move from island to island, selecting 
everything but the hot main course, 
which will be served to him by a 


counterman at the steam table. 

Designed by the Slater Food Service 
Management, of New York and Phila- 
delphia, the decor of the new dining 
room is pale pink and green, and the 
island counters are stainless steel and 
blond formica. It features such new 
devices as a machine that dispenses 
hot and cold water, hot and cold tea, 
and hot and cold coffee and mechanized 
“lazy susans” that rotate colorful dis- 
plays of salads and fruit desserts. 

The average choice of pre-cafeteria 
days has more than doubled and employes 
can choose among two hot dinners, a hot 
vegetable plate, a salad plate, two grill 
choices (such as a hot dog or a cube 
steak), three sandwiches, two fruit juice 
appetizers, soups, rolls, salads, and five 
desserts. In addition to coffee, tea, milk, 
and water, there is a hot cocoa urn and 
a machine that dispenses fruit ades. 


Murrow Interviews at Home of 
Gen. Agent and Actress Wife 


One of the best publicity breaks an 
insurance man has yet had went on 
Friday night to Lee Bonnell just after 
he had been appointed a general agent 
in the Los Angeles area by Massachu- 
Mutual. The occasion was a visit 
home of Mr. Bonnell and his 
Gale Storm, in San Fer- 
nando Valley Los Angeles by 
Edward R. Murrow in his “Person to 
Person” program. All four of the Bonnell 
children were present during the inter- 
view. 

Miss Storm and Mr. Bonnell first 
met when they won a contest to parti- 
cipate in a radio show and a year later 
were married. Miss Storm went into the 
entertainment world, has appeared in 
numerous movies, is now a star on TV 
in the “Gale Storm Show” and is also 
successful in recording. 

The Bonnell-Storm menage is one of 
the most attractive yet visited by Mr. 
Murrow. Mr. Bonnell, who is also Miss 
Storm’s personal manager, was asked 
how he liked selling insurance. His 
response was enthusiastic, Mr. Bonnell, 
asked whether his two older sons, both 


setts 
to the 
actress wife, 
near 


Tribute To Ed Zalinski 

Life Insurance Co. of N. A. fieldmen 
marked the second anniversary of Execu- 
tive Vice President Edmund L. Zalinski 
on April 22 by submitting $7,426,614 
volume credits to the Philadelphia home 
office. There was a total of 452 life 
applications for $7,017,494 and 72 acci- 
dent and sickness applications for $10,203 
of annualized premium. Leader was 
Joseph S. Flanagan, manager at Newark. 





young teenagers, were going to enter 
the insurance field when they grew up, 
said he would let them speak for them- 
selves. One of them said: “I want to 
be an insurance man like my daddy.” 
The visit to the Bonnell-Storm home 
was witnessed by several million people. 
Mr.Bonnell, an actor for seven years 
after which he spent three and a half 


years in war service, then became an 
insurance salesman, was asked by 
Mr. Murrow if he would describe the 


particular emphasis a MDRT writer and 
his wife placed on bringing up a family 
of four lively children, said they tried to 
follow a five-point program in which they 


developed a spiritual, mental, educa- 
tional, social and financial pattern of 
life. 














ALL-TIME HIGH YEAR 


period last year. 


IN FORCE GAIN 


200 East 42nd Street 








ALL-TIME RECORD MONTHS 


Sales in each of the past 12 months exceeded 
the records for the corresponding months in 
all past years. Sales in May, November and 
January established progressively increasing 
all-time high monthly records. 


1958 sales of $12,595,435 were more than 
twice the previous all-time high for any year 
in the long history of our agency. 


HIGH RELATIVE STANDING 


We were in 13th position among all Massa- 
chusetts Mutual agencies in sales during the 
first quarter of this year, compared with our 
50th relative standing position in the same 


In the first quarter of this year our insurance 
in force was increased by $5,218,452, 8th 


largest gain among all agencies. 


ROBERT E. CLANCY 
General Agent 


Phone: YUkon 6-8181 


MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


New York, N. Y. 












LIFE SUPERVISOR 


AVAILABLE Young energetic 
proven Life Producer available. Desires 
new company affiliation in Supervisory 
capacity. Write Box 2701, The Eastern | 
Underwriter, 93 Nassau Street, New | 
York 38, N. Y. 


Berkshire Life Changes 


(Continued from Page 3) 











sickness. Robert S, Schoonmaker, Jr. 
will continue as secretary, accident and 
sickness, and will be second officer if 
the department. 4 

Albert L. Hall, ‘ 


vice president ang 


general counsel, has been assigned addi¥ 
tional responsibility for a newly formal 
community and policy, 


ized employe, 


| 





Kanter Studio > 


ROBERT F. ROSENBURG | 


owner relations program to be directed 
by Charles E. Ferree, Jr., director off 
sales promotion and advertising, Ran; 
dolph H,. Wilkinson, who has _ beet! 
counsel and assistant secretary, has beet 
given the new title of associate general 
counsel. 

At the board meeting where these 
changes were made Agency Vice Presi- 
dent George D. Covell reported that at 
the end of the quarter Berkshire Life’s 
assets totalled $193,565,627 and surplus 
had grown to $10,925,511. A _ total of 
$15,450,959 of life insurace placed set 
a new first quarter sales record. 





Hosts to Stevenson 


Adlai E. Stevenson, former candidate) 
for President of the United States, was) 
principal speaker at two dinners held in} 
Newark this week in connection with) 
conference of American Council to Im- 
prove Our Neighborhoods. This is 2 
national urban development group. Spon- 
sors of Monday night’s dinner was 
Mutual Benefit Life and of Tuesday 
night’s, The Prudential. 


Honor Jack D. Garfunkel 


Nearly 200 leading life insurance met 
and women attended the _ testimonial 
luncheon honoring Jack D. Garfunkel, 
CLU, at which time a plaque was 2 
sented to him by David Marks, Jr., 
behalf of the life division of Unitei 
Jewish Appeal. Mr. Garfunkel had been 
chairman of the life division in 1957- 
1958. Chairman of the luncheon was 
Samuel D. Rosan. 


Ralph R. Coombs Dead 


Ralph R. Coombs, 70, retired vice 
president of Massachusetts Mutual Life, 
died April 25 in Springfield. He had 
served the company 42 years when he 
retired in 1953, mostly in the claims 
department. He was made a vice presi: 
dent in 1948 
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BEHIND THE 
NYLIC AGENT... 


A dynamic 
advertising program 

to support 
his personal selling! 


Aimed at an audience of prime insurance prospects, hard-hitting 
advertisements back up the personal selling efforts of every Nylic Agent. 


Eye-catching campaigns advertising New York Life’s modern policies 
designed for financial security are seen by millions who regularly read 
leading national magazines, newspapers, Sunday magazine sections 

and farm publications. Other campaigns appearing in business magazines 
tell executives about New York Life’s modern Group Insurance and 
Employee Protection Plans. And New York Life’s public-service ‘‘Career’’ 
articles (already 35 in number) draw thousands of inquiries a 

month from readers interested in helping their children plan their futures. 


The result is not only increased Company prestige but a tremendous 
nation-wide audience ready to hear more about New York Life’s complete line 
of products from the Nylic Agent in the Community. 


New York Life 





Sales-supporting ; 
advertising is THE NEW YORK LIFE AGENT Insurance onylie Company 
IN YOUR COMMUNITY BE 
another reason why fc ae 1S A GOOD MAN TO KNOW 51 Madison Avenue, New York 10, N.Y. 
A MUTUAL COMPANY FOUNDED IN 1845 





Life Insurance « Group Insurance + Annuities 
Accident & Sickness Insurance + Pension Plans 
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‘Mutual of New York Appointments 


J. F. Leonard, Second Vice President for Office Operations; 
R. M. Greenig, Second Vice President for Electronics; 
W. E. McMullen Director of Administration 


Following the retirement of Vincent 
F. Lechner, new and additional respon- 
sibilities are being assigned to three 
key members of Mutual Of New York’s 
office operations department, Louis W. 
Dawson, president, announced. 

John F. Leonard is promoted to second 





LEONARD 


JOHN F. 


vice president for office operations, and 
Robert M. Greenig, is advanced to 
second vice president for electronics. 

The change in OOD also assigns addi- 
tional responsibilities to William E. Mc- 
Mullen, presently director of payments 
and accounts. He becomes director of 
administration and will be the principal 
assistant in the new arrangement. 

Mr. Leonard formerly was director 
of administration in OOD, Mr. Greenig 
was formerly director of electronic in- 
stallations, 

John F. Leonard 


Mr. Leonard was a comptroller for a 
New Jersey optical company before 
he joined MONY in 1947 as an adminis- 
trative assistant in the controllers divi- 
sion. He transferred to the mortgage 
investment department, becoming super- 
visor of mortgage servicing in 1950 and 
director of mortgage servicing in 1955. 
After MONY had established an office 
operations department to consolidate the 
office operations functions of all depart- 
ments and divisions in the company, Mr. 
Leonard was appointed director of ad- 
ministration in 1958. In that position, 


he was staff assistant to the vice presi- 
dent for office operations and was 
responsible for coordinating the planning, 
production and ‘other administrative 
matters affecting the overall operations 
of the department. 

Mr. Leonard, a lifelong resident of 





ROBERT M. GREENIG 


was born in East Orange 
Madison. He_ attended 
and the University 


New Jersey, 
and lives in 
Seton Hall College 
of Newark. 


Robert M. Greenig 


Mr Greenig joined MONY in 1949 
as a management trainee. Later that 
year he became an administrative speci- 
alist in the controller’s division. He 
was promoted to supervisor in the ac- 
counting division in 1953, and in 1955 was 
transferred to the planning division. In 
August, 1956, he became assistant direc- 
tor of planning and in December, 1957 
he was advanced to director of electronic 
installations. 

Mr. Greenig is a native of Tulsa, 
Okla. He received his early education 
there and then attended Columbia Uni- 
versity, where he received a degree in 
business administration. He served with 
the Navy in World War II. He and 
Mrs. Greenig make their home in Harri- 
son; N.Y, 

William E. McMullen 


Mr McMullen has been with MONY 
since 1941, when he joined the company 





oma 





MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 
LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 











United i, Li fe 


Call 


The MaecGrath Agency 
84 William Street 
HAnover 2-7865 





General Agent 


~ Le re > 








le 





as an attorney. He is a graduate of 
Dartmouth College and Brooklyn Law 
School and has been a member of the 
New York Bar since 1939. 

MONY advanced him to administra- 
tive assistant in the policy payment divi- 
sion in 1946 and in 1955, following the 
establishment of the office operations 
department, Mr. McMullen was _pro- 


WILLIAM E, McMULLEN 


moted to his present position as director 
of payments and accounts in OOD. 
Before joining MONY, Mr. McMullen 
was with the New York County Dis- 
trict Attorney’s office and the Brooklyn 
Savings Bank. He served as a counter- 
intelligence officer during World War II. 





Regional Group Managers 


Lincoln National Life has appointed 
Thomas O. Olter regional Group man- 
ager at Miami, Fla, and Daniel E. 
Fenker to regional Group manager at 
Seattle. 





LIFE—A & S OPENINGS 
$18,500 — $7,500 


South—Life Adm. V.P. $18,500 
South—Life Agency V.P. 16,500 
M. West—Pension Actuary 16,500 
M. West—Asst. Life Controller 12,500 
East—Home Office Train. Dir. 12,000 
Pa.—Regional Group Manager 10,000 
Chicago—Life Undr. Mgr. 10,000 
Colo.—Jr. Life Actuary 10,000 
Nebr.—Life Undr. Supervisor 7,500 


Hundreds of listings available in all sec- 
tions of the country, for men with two years 
and up Life—A & S experience. A _ postal 
card will bring ''HOW WE OPERATE."' No 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














SUPERVISOR OF THE YEAR 





New York City Association To Present 
Award at May 12 Meeting; William 
Schur Guest Speaker 

The “Supervisor of the Year” Award 
will be presented at the May 12 meeting 
of the Life Supervisors Association of 
New York City. Meeting will be held at 
the Brass Rail Restaurant, Park Avenue 
at 40th Street. 

The award is conferred upon the 
supervisor who has demonstrated out- 
standing qualities of life insurance super- 
vision including production, recruiting, 
selection, training and leadership and 
who has furthered the role of good 
supervision. Choice is made on the basis 
of nominations submitted by the mem- 
bership to the award committee. The 
committee makes its final selection after 
careful examination of and investigation 
into the record of the considered nomi- 
nees 

Arnold Siegel, general agent, Union 
Mutual, heads this year’s award com- 
mittee. Featured speaker at the meeting 
will be William Schur, CLU, assistant 
general agent of the Halsey D. Josephson 
Agency, Connecticut Mutual. He will 
have for his topic “The Most Likely to 
Succeed.” 





Sets Up New Department 

A new department, called the Group 
Insurance Administration Department, 
has been set up within the Group Divi- 
sion of General American Life. The 
department, formed as a result of the 
merging of the Group Administration 
and Group Accounts Departments, will 
facilitate the use of the company’s re- 
cently-installed IBM 650 and is expected 
to improve overall operating efficiency. 

Jerome P. Bugger is manager of the 
new department. Russell J. Yaeger is 
associate manager and Florence Breez- 
ley, assistant manager. 




















MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Specialists in Quelsty Disability Insurance 





Quality is never attained by accident but is the result of 
high intentions, sincere effort and intelligent direction. 
LOYAL ATKINSON 
General Agent 
New York ° 


60 East 42nd Street ° 





MU 7-5212 
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Named Atlanta G. A. 
By Fidelity Mutual Life 


WILLIAM F. SCHEERER 


The Fidelity Mutual Life has ap- 
pointed William F_ Scheerer, general 
agent in Atlanta. He succeeds W. 
Stanton Hale, who has retired after 25 
years with Fidelity Mutual there. Mr. 
Hale will continue as associate general 
agent and will also serve his large 
personal clientele. F ’ 

A graduate of the University of Rich- 
mond, Class of 44, Mr. Scheerer was 
active in football and basketball. Follow- 
ing three years as an athletic coach and 


‘teacher at public schools in Goldsboro, 


N. C, he entered life insurance in 
Atlanta. From 1956 until 1959 he was 
staff agent and supervisor with the 
Massachusetts Mutual. ; 

During World War II he saw active 
service in the U. S. Marine Corps in 
the Pacific theatre from 1942-46, attain- 
ing the rank of First Lieutenant, He 
was called back from 1951-52 during the 
Korean conflict and attained the rank 
of Captain. ; 

Active in business and civic affairs, 


pe Scheerer is a member of the Atlanta 


Life Underwriters Association, Atlanta 
Sales Executives Club, the Contact Club 
of the Atlanta Chamber of Commerce. 
Post 134 of the American Legion and 
the Men’s Club of St. Phillip’s Cathedral. 





LUTC Chairman Course 


A series of 16 regional planning nanels, 
two day seminars which beean early this 
Spring for LUTC life course chairmen, 
s now nearly complete. The meetings, 
which have been conducted by members 
of the Council’s headquarters staff, have 
been held in centrally located cities 
throughout the countrv in preparation 
for the organization of 1959-60 classes, 
slated to begin in October. 

The purpose of these meetines is to 
familiarize the local LUTC chairmen 
n hundreds of communities with the 
responsibilities of their iobs and to pro- 
ide them with tips and tools to make 
tas easv as possible. Enrollment activity 
during the coming months will be divided 
nto two phases: the spring enrollment 




















which began officially on 


aign which opens on Julv 1. 
Copies of the 1959 edition of the 


These kits 
ontain sample copies of the promotional 
nd administrative material necessary 


Promotional material 
8 also available to company officers for 
istribution to field forces through com- 
pany facilities. 

Prospective students may enroll for 
he 1959-60 school year any time prior to 
Ctober 1, provided they meet the en- 
rollment requirements. 





Anthony Gatzert Retires 


Anthony Gatzert, agency secretary of 
General American Life, retired recently 
after 48 years with the company. He 
retired at age 65 under provisions of the 
company’s lifetime security program. He 
was honored at a company farewell 
luncheon, and received testimonial letters 
from field associates, and certificates 
and gifts from the company and his 
associates in the home office. 


Responsible for General American 


Life’s production figures and statistics, 
Mr. Gatzert was honored by the field 
last year with the successful sales cam- 
paign. He has organized the President’s 
Club conventions held each year by 
General American Life for its leading 
producers. 

Mr. Gatzert became associated with 
General American Life in 1911 at age 
17, In 1922, he became assistant to the 
vice president in charge of agencies; in 
1933, Mr. Gatzert was appointed agency 
assistant, and in 1938, was made agency 
secretary. 


Edward J. Sheehan Named 


Appointment of Edward J. Sheehan 
as district manager in the Bellaire, Long 
Island, district office has been announced 
by E. Lloyd Mallon, CLU, and Robert 
I. Curran, general agents in New York 
for Massachusetts Mutual Life. 

A Brooklyn native, Mr. Sheehan was 
graduated from St. John’s Preparatory 
School and is a veteran of the Army. 
He is a member of the Community Coun- 
cil, the Salesmen’s Guild, and the Long 
Island General Insurance Organization 








That’s our way of describing State Mutual’s 
Small Group Life Coverage with CASH and 
PAID-UP values for companies with 10 to 24 em- 
ployees. Here’s a plan where the employer pays 


for decreasing term, and employee contributions 


purchase paid-up insurance in accumulating 
amounts. This plan minimizes — often eliminates 
—life insurance costs for the retired employee. 


With this State Mutual coverage, smaller 
companies can give their employees “big com- 


For details, call your nearest State Mutual 
Group Office or Agency, or mail the 
coupon today to our Home Office. 


Tailor-made plans are available for groups of 25 or more. 


STATE MUTUAL 


LIFE ASSURANCE COMPANY 


OF AMERICA 


WORCESTER, MASSACHUSETTS 


pany”’ benefits to help them retain valuable per- 
sonnel. Cost to the employer is tax deductible 
and premiums are paid monthly through a 
simplified self-billing system. 


Advantages to the employee include: non- 
medical coverage, no age limit, waiver of pre- 
mium, and conversion privilege plus cash settle- 


ment or paid-up insurance upon termination 


of employment. The plan also includes optional 
retirement income settlement of cash values. 


Available in all states except Kentucky, Louisiana, 
North Carolina and the District of Columbia. Florida 
minimum: 15 lives. 


Name 


Group Sales Administration Department 
STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me, without obligation, information 
about your Group Life Insurance Plan with cash and 
paid-up values for the small business. 





Company 





Street 





State 





City. 
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No personal insurance program is 
complete without GUARANTEED RE- 
NEWABLE ACCIDENT AND HEALTH. 
Are your clients fully covered? Offer 
them the finest at low cost from our 
complete series of modern, flexible 
plans, Call me today for details! 


JULIAN SCHWEIZER 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





North American Re Asst. V.P. 





g ROBERT O. SHEPLER 


Robert O. Shepler, CLU, has been 
elected assistant vice president of North 


American Reassurance Co. Mr. Shepler 


is in charge of the company’s new mid- 
western regional office located at 230 
North Michigan Avenue, Chicago. 
career in the life 
1950 when he 
organization as 


He started his 
insurance business in 
joined the .Maccabees 
assistant general counsel. He was subse- 
quently appointed head of the Maccabees 
Agency Department in September, 1952. 
Prior to coming with North American 
Reassurance he was agency director of 
Central Standard Life. 

Mr. Shepler graduated with a B.B.A. 
degree from University of Michigan in 
1948, and two years later received his 
law degree at the same institution. 


Named to Head Regional Offices 





LEWIS F. YOUNGBLOOD 


Promotion of two executives of West- 
ern and Southern Life was announced 
by President William C. Safford. 

Vice President Lewis F. Youngblood 
has been named to head the Western 
Regional Office with headquarters at 
Los Angeles. 

Vice President Robert E. Bagot will 
be in charge of the regional operations 
at St. Louis, Asheville, N. C., and Gal- 
veston., 

“Opening of new markets in the over- 
all operations of Western and Southern 
necessitated the naming of these men 
to these important positions,’ Mr. 
Safford, said. “The appointments are 
significant moves in the company’s con- 
tinuing program of sound management 
practices: and maximum service to our 
policyholders.” 

Mr. Youngblood became associated 
with Western and Southern in 1953 as 
director of agencies. He was appointed 
a second vice president a year later and 
elected a vice president in 1957, He began 
his life insurance career in 1936 with 
another company. In 1948 he joined Life 
Insurance Agency Management Associa- 
tion as senior consultant in the Company 
Relations Division. 


ROBERT E. BAGOT 


Mr. Bagot has been associated with 
the life insurance industry for more than 
a quarter of a century starting as an 
agent in his native St. Louis. He was 
serving as executive vice president of 
Texas Prudential, Galveston, when that 
firm was reinsured by Western and 
Southern. Since that time he has man- 
aged the Southwestern Regional Office 
in Galveston. 





Equitable Gift To Academy 


A gift from Equitable Society for the 
construction of a new wing of the Na- 
tional Academy of Sciences building in 
Washington was announced by James 
F. Oates. Jr., president and chairman 
of the Society, and Dr. Detley W. 
Bronk, president of the Academy. The 
gift will be a contribution to the nation’s 
welfare during the Society’s 100th an- 
niversary. 

The Equitable Centennial appropria- 
tion of $1,000,000 (of which $100,000 is a 
contingencv fund) will provide for the 
erection of The Equitable Life Assurance 
Society Hall of the Life Sciences, in 
which will be housed the many scientific 
act.vities of the Academy and its Na- 
tional Research Council in the fields of 
biology and medicine. 





NEW 


FRANK McCAFFREY 





Ask M. L. CAMPS AGENCY 
about 


JOHN HANCOCK’S IMPROVEMENTS 


GENERALLY IMPROVED NET 
PREMIUM PAYMENTS 


i for Full Srformation 


ABE EISEN, C.L.U. 
GEORGE CUSHMAN, JR. 

OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 








New Communications Plan 
For Life Companies 


Closed-Circuit TV Report 
Discusses Specific Problems 


New York, May 8—A brand new stud 
in depth of the life insurance industr 
communications problems and = som 
recommended solutions were release 
here today by TNT Tele-Sessions, In 
pioneer closed-circuit TV firm. The rg 
port points out that one of the mo 
critical problems facing life compani¢ 
today is bridging the gap between hom 
office and agent, and proposes a numbed 
of ways in which this problem can } 
solved. 


The report also points out the sl 
rate of growth of life insurance in for 
as compared to the rapid rise of fami) 
disposable income in this country. T 
closed-circuit TV company lays part 
the blame for this situation on the fa 
that helpful information and sound sal 
tools are not getting through to fie 
agents swiftly or effectively enough, aq 
points to ways in which “manageme 
can link the power of creative thougd 
to the marketplace . . . wherever it m 


be.” 


Industry members may obtain a co 
of the new report entitled, “Report 
Closed-Circuit Communications and fj 
Life Insurance Industry,” free of char 
by writing TNT Tele-Sessions, 575 Ma 
son Ave., N. Y. 22. 


Advertisement 


2nd V. P. and Actuary of 
The Travelers Life Dep 































MORRISON H. BEACH 


Morrison H. Beach has been appoitl 
second vice president and actuary in! 
life actuarial department of The T: 
elers. He joined The Travelers in ! 
following graduation from Williams 4 
lege where he received his B.S. deg 
Magna Cum Laude, Phi Beta Kap 
He later received his LL.B. degree ff 
University of Connecticut and is a mq 
ber of the Connecticut Bar Associati 

Mr. Beach was named assistant act 
in 1950, associate actuary in 1954 
actuary of the life actuarial departm 
in 1957. During World War I, 
served in the European Theater 
Operations with the Air Force and 
separated from active service as a mi 
the rank he currently holds in the 
Force Reserve. He is a Fellow of 
Society of Actuaries. 
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Otto SHERMAN, FRANK CROHN and The United States Life Insurance Company. . . the 


team of CONSTITUTION AGENCY, New York City. Crohn is a 


C.L.U., Sherman is an L.L.B. 


Constitution is 6 years old... with an already established pattern for successful life selling. 


“teamwork and success...” 


A three-way team, Frank Crohn, Otto Sherman and 
The United States Life Insurance Company has—in only 
six years—established a pattern of successful life selling 
for the CONSTITUTION AGENCY. 


to make career men out of once-in-a-while producers. 


Most. important, they lend the personality, experience 
and full support of their agency to men in the field... 


the added plus that makes salesmen successful. 


Starting with the name Constitution, one that goes so 
well with United States Life, Frank and Otto have made 
maximum use of their company’s multiple line flexibility 


F 0 UO No DE of S53: IN THE CITY OF NEW YORK 


TELE 


1 
Please tell me more about 
Be: United States Life plans for me. 


Ze INSURANCE COMPANY — 


THE UNITED STATES LIFE INSURANCE COMPANY 


125 Maiden Lane, New York 38, 


We invite you to contact us and find out more about how 
you, too, can profit by joining with the oldest legal 
reserve stock Life Insurance Company in America. 





Ne Xs 






Dept 9-5 








IN THE CITY OF NEW Voge 
Address. 











LIFE © GROUP @ ACCIDENT & SICKNESS City 
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O. J. Lacy, Former Head of 
Cal-Western, Dies at 74 





O. J. LACY 


The death of O. J. Lacy, 74, honorary 
board chairman and former president of 
California-Western States Life, which 
occurred April 28, was result of a stroke 
of four months before. 

When he assumed California-Western 
presidency in 1934 it had $219 million 
in force which had increased to $920 
million at time of his retirement in 1954. 
In same period assets rose from $41.5 
million to $160 million. 

Born in Wisconsin Mr. Lacy began 
as a railroad construction engineer, 
and entered life insurance as an agent 
in 1914, later became a state manager tor 
old New World Life. After his discharge 
from World War I as an Army Air Corps 
first lieutenant he was for two years 
with Shenandoah Life as agency man- 
ager in Roanoke and then joined Minne- 
sota Mutual Life as second vice presi- 
dent. At time he joined Cal-Western 
Life he was executive vice president of 
Minnesota Mutual. He was active in 
life insurance industry and in Sacra- 
mento civic circles and for two years 
was president of Golden Empire Council 
of Boy Scouts of America. 





F. W. Ecker To Address 
N. Y. State Ass’n Delegates 


Frederic W. Ecker, president of 
Metropolitan Life, will be the luncheon 
speaker at the fortieth annual meeting 
of the New York State Association of 
Life Underwriters to be held May 15, 
at the Hotel Astor, New York. 

Chauncey D. Cowles, Jr., CLU, secre- 
tary of the six-thousand member asso- 
ciation stated that in addition to the 
annual election of officers for the coming 
year, the following items will also be on 
the agenda for the meeting: 

Reports will be rendered by each local 
association president covering the high- 
lights of his association’s activities for 
the past six months; a review of the 
1959 legislative program of the associa- 
tion and a report of the actions of 
State and Federal legislatures on matters 
of interest to life underwriters will be 
held; the Unincorporated Business Tax 
will be reviewed and discussed by the 
delegates; a preliminary session to con- 
sider proposed legislation for the coming 
year will be conducted. 

Mr. Cowles also announced that on 
Friday morning the traditional workshop 
session is scheduled. At these work- 
sheps each regional vice president of 
the association presents his report and 
offers suggestions and topics for consid- 
eration. 

New York Life will be the host at 
a reception on May 14, at 4:30 p.m. to 
which all delegates are invited. 


Life Insurance Investment 


Study by American College 


A basic study of the investment at- 

tributes of life insurance is being under- 
taken by American College of Life Un- 
derwriters in cooperation with life com- 
panies and educational groups, it is re- 
vealed by Dr. Davis W. Gregg, CLU, 
president of the College. The investiga- 
tion will embrace a careful and objective 
analysis of the impact of inflation on 
fixed dollar investments, the safety fac- 
tor in life insurance, the rate of invest- 
ment return on various contracts, and 
other aspects. 
_ Results of the research project, which 
is expected to take some months, will be 
made available through lectures. CLU 
seminars, and a book to be _ published 
next spring. Educational materials will 
be developed for inclusion in the CLU 
curriculum. 

Herbert C. Graebner, CLU, dean of 
American College, long a student of in- 
vestments, is in charge of the study and 
wll be author of the book. A previous 
study of this. subject was made in 1932 
by Dr. S. S. Huebner, now president 
emeritus of the College, and the late Dr. 
David McCahan who was then assistant 





Announcing — 











LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








dean. The new investigation will bring 
up to date the record of solvency of the 
life insurance companies. 

The American College has become in- 
creasingly concerned with evidences of 
the criticism leveled at fixed dollar in- 
vestments and the flight of life insurance 
investment dollars into other investment 
media. 

“Fixed dollar investments have been 
subjected to a great deal of unfavorable 
talk recently,” said Dr. Gregg in an- 
nouncing the new study. “Inflation and 
the fear of inflation has apparently led 
some able life insurance people to lose 
sight of the true investment value of life 
insurance. We hope, and believe, that 
this research will help people see life 
insurance in the proper perspective.” 


$255 Million in Force in 6 Years of Active Operation. 


GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 


1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 


All Children and New Arrivals—$1,000. All this for one 
LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


























Issue Age-30 100 Units Issue Age-40 
| Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
| Policy Death Paid- Cash Paid- Cash 
Year Benefit up or Death up or 
End Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 






































ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Flo. 
JAMES G. RANNI, PRESIDENT 






A. C. Adams Jr. Named 
Harrisburg Gen. Agent 











ALBERT C. ADAMS, JR. i 


Hancock Mutual Life has an-| 


John ‘ 
nounced the appointment of Albert C./ 
Adams Jr. as general agent in Harris-/ 


burg, Pa. Mr. Adams is the son off 
Albert C. Adams, the company’s general} 
agent in Philadelphia and a formerl 
president of the National Association off 
Life Underwriters. ' 

A graduate of the University of Penn-y 
sylvania, the new John Hancock gen-/ 
eral agent began his insurance career in} 
1952 as an agent with the Anthony if | 
Klug agency of the company in Roch- 
ester, N. Y. In 1955 the returned to Phil-} 
adelphia to join his father’s agency as 
an agent and agency supervisor. A mem- 
ber of the Philadelphia Life Underwrit- 
ers’ Association, he is a graduate of the 
John Hancock’s Supervisors’ Conference,} 
and is currently preparing for the CLU 
designation. 

The new Harrisburg general agency 
will cover 16 counties formerly served by 
the John Hancock’s Reading and Pitts- 
burgh agencies. 


LSS DRE ee ) 


Raymond E. McCann Dies 


_Raymond E, McCann, Jr., 50, a second 
vice president of Life Insurance Co. of 
Virginia, died suddenly May 1 at his 
home in Richmond, 

A native of Wilmington, N. C., he 
attended Hampden-Sydney College where! 
he won letters in four sports. He joined 
Life of Virginia in 1940 as an agent in 
Richmond. Following World War II 
military service, he returned to the com- 
pany in 1945. In 1946 he was promoted 
to associate manager of the Richmond 
No_ 1 district office, and in 1949 became 
a field training supervisor. 

After serving as manager of his com- 
pany’s High Point, N. C. and Roanoke, 
Va, district offices, he was promoted in 
1957 to second vice president and brought 
into the home office at Richmond. From 
then until his death, he was in charge 
of weekly premium agency operations it 
the states of Virginia, Alabama, Florida, 
Georgia and Tennessee. 

He is survived by his mother, wife, 
two children, a brother, three sisters and 
three grandchildren. 
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Harry Guy, Mutual Life of 


Canada President, Dies 





HARRY L. GUY 


Harry L. Guy, president, Mutual Life 
of Waterloo, Ontario, and former pres- 
ident of Canadian Life Insurance Officers 
Association, died April 28 after a year’s 
illness. 

Joining Mutual of Canada’s actuarial 
staff in 1927 the became associate actuary 
in 1930 and also treasurer. Advanced to 
assistant general manager in 1948 he 
was made general manager in 1954, his 
election to presidency being in same 
year. In July, 1946, he was named a 
Commander of Order of the British 
Empire in recognition of his war services 
on national war finance committee. 





LINCOLN NATIONAL CHANGES 





Rectanus Assistant General Auditor; 
C. N. Walker, J. J. Ritter Given 
Additional Responsibilities 


One executive appointment and two 
organizational changes involving officials 
of Lincoln National Life have been an- 
nounced by Walter O. Menge, president. 

Robert J. Rectanus has been appointed 
assistant general auditor for the com- 
pany. Charles N. Walker, assistant vice 
president, will have the added responsi- 
bility of directing the operation of the 
accident and sickness division of the 
underwriting department, and Joseph J. 
Ritter, assistant secretary, has been given 
new responsibilities in the accident and 
sickness department. 

Mr. Rectanus joined Lincoln Life in 
1949 asa junior accountant in the invest- 
ment accounting department. Three 
years later ‘the became a supervisor in 
that department, later being appointed 
divisional accountant, and finally divi- 
sional manager in the mortgage loan 
department from which he is being trans- 
ferred in his new assignment as assist- 
ant general auditor. 

Mr. Walker, assistant vice president 
in charge of accident and sickness, has 
been given direct responsibility for the 
accident and sickness division of the 
underwriting department in addition to 
his other duties. Mr. Walker joined the 
company in 1947 as a member of the 
actuarial department. He was named 
assistant actuary in 1952, associate actu- 
ary in 1955, and assistant vice president 
in 1957. 

Joseph J. Ritter, assistant secretary, 
has been assigned new duties in the 
accident and sickness department where 
he will work with Mr. Walker. Mr. 
Ritter joined the company when Lincoln 
Life purchased Reliance Life of Pitts- 
burgh. He was successively in charge of 
the actuarial, policyholders service, and 
claim departments of the Reliance divi- 
sion of Lincoln Life and was named as- 
sistant secretary in 1953. He moved to 
Fort Wayne in 1955 and was assigned to 
the reinsurance department from which 
he is being transferred to assume his 
new duties. 


Employers’ Life Conference 

Employers’ Life of America, an affili- 
ate of The Employers’ Group, recently 
held its first four-day orientation confer- 
ence for life managers at the home office 
in Boston. Present at the meeting were 
life managers and general agents from 
New Orleans, Philadelphia, Boston, Los 
Angeles, El Paso and Portland, Maine. 

Frank J. Carey, chief executive of 
Employers’ Group of Insurance Com- 
panies, in delivering the keynote address 
at the conference, reviewed the organiza- 
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50 Court St., Brooklyn 1, N. Y. 
HERMAN REINIS 
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GENERAL AGENTS 


Manhattan Life Insurance Co. 


Phone: MAin 4-7951 
JOSEPH REINIS 








tion of the new life company. 

Life Company Vice President Robert 
E. Aker led workshop sessions of the 
conference which were devoted to sales 
promotion, recruiting and training of 


agents, and a discussion of the life com- 
pany’s production objectives, 

A highlight of the conference was the 
announcement of the new 
renewable major medical expense policy. 


guaranteed 




















NEY +» MONY + MOi 


MONY helps brokers sell. 
Guaranteed Insurability 








with special free sales aids 


as part of MONY’s new brokerage service 


MONY’S broker booklet, ‘““Guaranteed Insurability 
—Guaranteed Saleability,” 
ing tips and examples. It also shows how MONY’s 
Guaranteed Insurability Rider can broaden your 
market: (1) by helping you develop repeat busi- 
ness from established clients; (2) by opening a 
vast new juvenile market to you; (3) by giving 
you new leads for your General Lines business. 


Y¥_» MONEY » MONY + MONEY» 









MONY’S prospect booklet, ‘““For That Boy You’re 
So Fond Of,” talks to dads and granddads. It ex- 
plains how a MONY policy with a Guaranteed 
Insurability Rider can be a perfect gift for young- 
sters. It helps your seliing job by pre-selling your 
prospects. You’ll want to mail this booklet—with 
your own personal message—to every family man 
in your client file and on your prospect list! 


Marwan 6- NN. 


The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 


« MONY + MONEY > MONY * MONEY = 








for brokers... and their clients 


FREE! FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me MONY’s two free booklets 
on Guaranteed Insurabiity. 
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FOR LIFE, ACCIDENT & SICKNESS, GROUP INSURANCE, PENSION PLANS 
MONY TODAY MEANS MONEY TOMORROW! 
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Colonial Home Office Promotions 


W. T. Fiquet Vice President, Ordinary Agencies; R. L. Baer 


Second Vice President, Combination Agencies; R. G. Swail 
Associate Actuary; L, F. Kroeger Agency Secretary 


The election by the board of directors 
of Colonial Life of America of 
Thomas Fiquet as vice president, Ordi- 
nary agencies was announced by Richard 
B. Evans, president. The board also 


announced the following appointments: 
Robert L. Baer, second vice president, 
combination agencies department; Ralph 





ROBERT L. BAER 


G. Swail, associate actuary: Group; and 
Leslie F. Kroeger, agency secretary. 

Mr. Fiquet began his life insurance 
career with The Prudential in Kansas 
City. Prior to going with Colonial, he 
served as the senior consultant of the 





LESLIE F. KROEGER 


company relations division of the Life 
Insurance Agency Management Associa- 
tion in Hartford. He is an alumnus of 
the University of Missouri and served 
as a pilot in the Navy. 

Mr. Baer entered the life insurance 
field as an agent in 1941 with Colonial’s 
Pottstown, Pa., branch and became a 
supervising agent the following year. 
In 1943, he was transferred to the 
Newark branch and advanced to a field 
managership there. He was made local 
manager of the company’s branch in 
Perth Amboy, N. J., and then assumed 
the office of manager of the Elizabeth, 
N. J. branch in October, 1945. 





W. THOMAS FIQUET 


Mr. Baer was brought to the home 
office in December, 1946, in the capacity 
of administrative assistant, and advanced 
to the position of director of sales plans 
and training in 1949. In 1951 he was 
made assistant to the agency vice presi- 
dent and in February, 1954, he was pro- 
moted to assistant agency vice president. 
He is a member of the Life Under- 
writers Association of North Jersey, Life 
Insurance Advertisers Association and is 
first vice president of the East Orange 
Lions \Club. 

Mr. Swail became associated with the 
Colonial Life in July, 1958 as assistant 
actuary, Group. A graduate of the Uni- 
versity of Manitoba, Mr. Swail began 











DIRECTOR GROUP SALES AND SERVICE 


A nationally known Eastern life insurance company has exceptional 
Pheer for the right man in his late thirties with proven 

ility in Group Insurance sales and supervision. Home Office is 
located in attractive Northern city under 500,000 population. 
This 10-year old Group Department has a dozen well established 
group offices from coast to coast and has excellent growth poten- 
tial. Salary around $15,000 based on experience. 


Send complete details on education and experience to Box 
++2700, The Eastern Underwriter, 93 Nassau St., New York 
38. All replies are confidential. 








RALPH G. SWAIL 


his life insurance career in 1950 with 
Great-West Life and later was asso- 
ciated with Western Life Assurance in 
Canada. He became a Fellow of the 
Society of Actuaries in 1956. 

Mr. Kroeger started his Colonial Life 
career as an agent in 1933 and became 
a home office representative and later 
was promoted to assistant agency super- 


Mary Hickey Chairman of 
LAA North Central Table 


At the recent meeting of the North 
Central Round Table of Life Insurance 
Advertisers Assn., Mary Hickey, North- 
western Mutual, was elected chairman. 
Ronald A. Jones, Kansas City Life, was 
made program chairman and Thomas F. 
Brown, Farm Bureau, was elected secre- 
tary-treasurer. The system of election 
of officers of the Round Table was 
changed to a succession with the only 
elected officer each year being that of 
secretary-treasurer. 





Manufacturers in Montana 

T. H. Neville, agency vice president, 
Manufacturers Life, has announced that 
the company has been granted a license 
to ‘transact ‘business in the State of 
Montana. Manufacturers Life has 30 
branch offices located in major cities in 
this country. 





visor. In 1947 he became administrative 
assistant. Mr. Kroeger is an alumnus 
of Stevens Institute of Technology. At 
the outbreak of World War I, he inter- 
rupted his studies to enroll in the United 
States Steam Engineering School and 
Was commissioned an Ensign in the 
Navy. He served aboard the U.S. 
Wabash as an engineering officer. 

Mr. Kroeger is a graduate of the Life 
Insurance Agency Management School 
in Agency Management and is active in 
the North Jersey Life Underwriters 
Association. 








OWN YOUR OWN AGENCY 






L.00K, 






--* 






inderella! 
we’re no fairy godmother, but... 


we think we’ve got something that will help you turn your 
present “pumpkin” into a “golden coach.’”’ Look at these facts: 


1. We've got the top agency building contract for the man who wants to build 
an agency of his own. 


» He career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 


We have several excellent territories still available in the United States and Canada. 
If you're interested in an agency of your own with an expanding organization, 


contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 








Detroit 2, Michigan. 


MACCABEES — a Life Insurance Society 


Founded in 1878 Home Office 


Detroit 2, Michigan 
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Some Speakers for MDRT 
Program For June 21-25 


Edmund Fitzgerald, chairman of 
Northwestern Mutual Life, Oren D. 
Pritchard, president of National Associ- 
ation of Life Underwriters and manager 
for Union Central Life at Indianapolis, 
and Adon N. Smith, MN, CLU, chairman 
of Million Dollar Round Table and spec- 
ial agent of Northwestern Mutual at 
Charlotte, N. ‘C., will be the prinicpal 
speakers at the ae MDRT 
breakfast Monday, June 22, during the 
annual meeting of the Round Table at 
Amer:cana Hotel, Bal Harbour, Fila., 
June 21-25. 

A new feature of the breakfast session 
will be a special head table at which 
will be seated in order of appearance, 
every speaker on any phase of the pro- 
gram. Each will be introduced by Robert 
S. Albritton, ‘CLU, Provident Mutual 
Life, Los Angeles, vice chairman of 
MURT and chairman of the program 
committee. He will highlight the sub- 
stance of each speaker’s subject to en- 
able members to determine areas of in- 
terest where concurrent sessions occur. 

Speakers for the remainder of Monday 
and for Tuesday and Wednesday have 
already been announced. 

Thursday, the final day of the meeting, 
will have as the featured speaker Dr. 
Arthur R. Upgren, Frederic R. Bigelow, 


professor of economics at Macalester 
College, St. Paul, and former dean of 
Amos Tuck School of Business at 


Dartmouth 
dress will be on 
flation.” 


College. Dr. Upgren’s ad- 
“Life Insurance and In- 


Preceding Dr. Upgren’s Thursday 
morning talk will be three discussions 
of “What I Do and How I Do It.” 


Speech titles and speakers are: “The 
Bigger They Are the Harder They Fall,” 
by Antoine Desmarais, CLU, Prudential 
of England, Montreal; “This Is My 
Arena,’ by James C. Bradford, New 
York Life, Battle Creek, Neb., and “The 
Man At The Pump.” by Robert E. Cas- 
te’o, CLU, Northwestern Mutual, Cham- 
paign, Ill. The trio will be introduced 
by William D. Davidson, CLU, Equi- 
table Society, Chicago, immediate past 
chairman of the Round Table. 

The meeting will close with the pre- 
sentation “Magnificent Obsession” by 
Arthur F. Priebe, ‘CLU, Penn Mutual 
Life, Rockford, Ill, a past chairman 
of the Round Table, followed by closing 
remarks from Chairman Smith, 

Mr. Smith will preside at the breakfast 
session Monday, the Monday afternoon 
session being conducted by James B. 
Irvine, Jr., CLU, National Life of Ver- 
mont, Chattanooga, a member of the 
executive committee. Mr. Albritton will 
preside Wednesday, and Lester 
Rosen, CLU, Union Central Life, Mem- 
phis, MDRT executive committee mem- 
ber, will ‘be in charge the final day, 
when the meeting will officially close at 
noon. 

Other features of the annual meeting 
program will be announced soon. 





Big First Quarter Paid-for of 
R. E. Clancy Agency, N. Y. 


Robert E. Clancy, general agent of 
Massachusetts Mutual Life in midtown 
New York, reports that his agency’s 
paid-for Ordinary life production of 
$0,150,797 in the first quarter of 1959 
was more than its entire volume in 1957. 
He took over management of the agency 
in July of that year. On the basis of 
this first quarter results the Robert E. 
Clancy agency now ranks in 13th place 
in Ordinary production among ‘Massa- 
chusetts Mutual agencies, and in 10th 
place for Group business. 

For the year 1958 paid-for volume of 
the agency totaled $12,595,435, a sub- 
stantial gain compared with ‘the 1957 
score. At the year-end its ranking was 


20th among the company’s agencies in 
Ordinary business. 


CONTINENTAL ASSUR. MEETING 





Leading West Coast General Agents 
Hold Annual Spring Conference 
at Ojai, Cal. 

‘Continental Assurance’s leading west 
coast general agents and branich man- 
agers met for the sixth annual spring 
conference of the company’s Pacific de- 
partment at Ojai, Cal., last week. 

John T. Grant, resident vice presi- 
dent of the Pacific department, arranged 
a series of round table meetings in which 
a number of home office executives par- 
ticipated: Robert B. Hamor, vice presi- 
dent and director of agencies, Dr. Clifton 
L. Reeder, vice president and medical di- 
rector, and superintendents of agencies 
Paul ‘C. Green, CLU, and Charles W. 
Kraemer. 

(Continental’s newly-introduced “Home- 
Guard” package insurance for home 
owners, and the adoption of new broker- 
age methods and systems aimed at more 
efficient operations, were among the 
principal topics up for discussion. Mr. 
Hamor disclosed the company was set- 
ting up a policyholder’s lead ‘bureau in- 
volving a new and highly selective ap- 
proach to continuing and renewing cus- 
tomer contact. 

Dr. Reeder reviewed the company’s 
practice on sub-standard risks and 
stressed the need for agents to supply 
sufficient information to increase the 
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O'TOOLE ASSOCIATES 
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possibility ‘that such cases would be ac- 
ceptable or ratable by the underwriting 
official. 

General agents attending the meeting 
were: Jerry Block, Las Vegas, Nev.; 
Williams T. Baldwin, Bakersfield, Cal. : 
Leon Berney, North Hollywood, Cal: 
Mike Denbo, Los Angeles; Bernie E. 
Kammerer, Los Angeles; ‘Stanley J. 
Neuman, Los Angeles; George S. Rob-- 
ertson, San Jose, 'Cal.; and Bryant Sells, 
Long Beach, Cal. 

Branch managers present at the meet- 
ing were: Scott Adams, Portland, Ore.: 
Julius Brown, ‘San Francisco; Richard 
Lyons, Seattle, Ore.; Walter Mast, Los 
Angeles; and Ben Stotts, Oakland, Cal. 












No. 5 in an 
enlightening series 
of 12 
Broker-Type 
personalities. 








Lethargic Sniffer 


Old Lead-Bottom would perk 


up if he knew about ANICO’s 


complete line of competitive policies and unique specials. Do 
you know about them? Check with ANICO now! 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 
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OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
“~ COORDINATOR OF SALES 


RICAN NATIONAL 
NSURANCE GO. 


GALVESTON, TEXAS 





OVER FOUR AND ONE 


HALF BILLIONS OF INSURANCE IN FORCE 





THE LEE NASHEM AGENCY 
"The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
ewark, N. J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 


COME IN AND SEE US! 











LEE NASHEM AGENCY 


110 East 42nd. Street 
New York I7, N, Y 





Steinberg Associates Set 
New Production Record 


Continuing its record setting produc- 
tion pace, Steinberg Associates, the 
downtown’ agency of M: issachusetts 
Mutual Life, delivered a total of $9,556,- 
806 for the first four months of 1959, 
according to B. William Steinberg, CLU, 
general agent. This represents an in- 
crease of $5,183,606 over the same period 
in 1958, when the agency broke all 
records with a $20 million increase for 
the year. The recent growth in full- 
time manpower and brokerage volume 
has necessitated an expansion and re- 
alignment of the agency’s management 
staff, 

Effective May 1, Edward L. Berger, 
CLU, has been appointed district man- 
ager of a new Westchester district office 
in Hartsdale. Mr. Berger brings the 
agency’s estate planning and advanced 
underwriting facilities to Westchester 
and Rockland counties and will develop 
both career agents and_ brokerage 
sources. He joined the agency in 1952, 
was appointed staff supervisor in 1956 
and assistant general agent in 1958. 

Louis Shottland, assistant general 
agent, will be primarily responsible for 
the further development of career 
ciates in the Manhattan office and for 
the administrative supervision of the 
agency. He has been in charge of brok- 
erage development as well as the super 
vision of a limited number of full-time 
men. Mr. Shottland first came into 
life insurance with the agency in 1954 
He was named staff supervisor in 1957 
and assistant general agent in 1958. 

Walter Kullman has been appointed 
supervisor in charge of brokerage and 
the new business department. The agen- 
cy’s estate planning and advanced under 
writing facilities will be expanded under 


asso 


his direction. He will be aided by 
Walter Hauser and John J. Powers, 
brokerage assistants. 


Mr. Kullman joined the agency after 
a long and successful career as a general 
insurance broker, In 1956 he gave up 
his general insurance partnership to 
devote his full time to life insurance. He 


has been one of the agency’s leading 
producers. 
Allan E. Kaplan, CLU, district man- 


ager, continues his development of the 
Jamaica district office. Under his direc- 
tion the Jamaica office now produces in 
excess of $6,000,000 annually and has 13 
full-time men. Mr. Kaplan joined the 
agency in 1953, became supervisor in 
1956 and district manager in 1957. Harold 
K. Heyer, who joined the agency in 
1958, will continue to assist Mr. Kaplan 
as Jamaica brokerage supervisor. 

G. E. (Nancy) Lorts, office manager 
and personal assistant to the general 
agent, and Sylvia Fox, cashier, complete 
the management staff. 


MADE MORTGAGE OFFICER 


Promotion of Everett L. Cook to the 
position of mortgage officer of Teachers 
Insurance and Annuity Association has 
been announced by William C. Green- 
ough, president of the Association, Mr 

Cook has served the Association for 
so years as associate mortgage officer. 
He is a graduate of Georgia Institute 
of Technology. 





Page 14 





May 8, 1959 











Home Life Leaders Hold Field 


Conference at Hollywood Beach 


Under- 
repre- 


Field 


office 


Nearly 150 Qualified 
writers, wives, and home 
sentatives attended the Eighth Qualified 
Field Underwriters Conference of Home 
Life, New York, held recently at Holly- 
wood Beach Hotel, Hollywood, Fla. 

With “Getting Sales Results Today” 
as its theme, the Conference focused on 
the effect of the current economic climate 
on life insurance marketing. Special 
attention was paid to the closely related 
problems of inflation and “buy term and 
invest the difference.” 

Among the Home Life senior execu- 
tives who participated in the meeting 
were William P, Worthington, president; 
John E. Crane, financial vice president; 
and John H. Evans, vice president-sales 
and meeting chairman. Ralph G. Engels- 
man, well-known New York insurance 
man and co-editor of “Probe,” was the 
featured guest speaker. 


President Worthington Presents 
New Program 


Mr. Worthington, in presenting a new 
client-building program, stressed the need 
to bring up to date the public’s image 
of the life underwriter. Only too often, 
he noted, the resistance met by even 
the most competent underwriter stems 
from the wide-spread stereotype of the 
life underwriter as a “high pressure 
salesman.” This mistaken image, largely 
inherited from earlier selling practices, 
works against the public’s own interests, 
because it can lead to families having 
only a small fraction of the insurance 
protection they need. “The majority of 
people today,” Mr. Worthington stated, 
“prefer to be handled in a low pressure 
manner and resent having someone try- 
ing to make their decisions for them.” 
On the other hand, he warned, the “low 
pressure” underwriter must avoid the 
pitfall of becoming merely a_ service 
representative. “Low pressure selling,” 
Mr. Worthington added, “is the highest 
type of salesmanship, not the absence 
of salesmanship.” 

To underline the continuing need for 
substantial protection, even in a time of 
inflation, Mr. Worthington reported the 
results of a recent survey of estates 
left by Home Life policyholders. This 
survey confirmed that life insurance pro- 
ceeds and equity in a home constitute 
the large bulk of most estates even in the 
case of policyowners, such as Home 
Life’s, whose incomes are well above the 
" national average. 

_ The investment values inherent in 
permanent life insurance contracts were 
discussed by Mr. Crane, who directs 
Home Life’s investment and _ financial 
operations. In his talk, he examined 


JOHN H. EVANS 


some of the fallacies of the “buy term 
and invest the difference” theory, es- 
pecially in the light of current market 
conditions and of the past performance 
of equity investments. He also seriously 
questioned the infallibility of stock pur- 
chases as a hedge against continuous 
inflation. In his closing remarks, Mr. 
Crane emphasized the fundamental im- 
portance of life insurance not only as a 
guarantor of family security but also as 
a stabilizing moral force of our society. 
Because of this, he concluded, “You (life 
underwriters) have more than a job of 
selling life insurance; you have a mission, 
a crusade for the moral stature of our 
very way of life.” 

Against Mutual Fund Selling Says Evans 


The sales problems created bv the cur- 
rent concern over the threat of continu- 
ing inflation were analyzed by Mr. 
Evans, Home Life’s top sales executive 
As part of his discussion, he presented 
a draft version of a new Home Life 
booklet on the equity building and pro- 
tection advantages of permanent life 
insurance. This publication, soon to be 
released in final form, will answer some 
of the questions that Americans are 
asking themselves about the relative 
merits of various investment media. 

Mr. Evans also set forth the com- 
pany’s views on the sale of mutual shares 
by life underwriters, a problem that has 
recently been receiving considerable 
attention throughout the industry. “Home 
Life’s position.” he stated. “is simply 
this: if any field underwriter holds a 
contract to sell mutual fund shares, he 








Can you use 


3. Skilled 


will consider relocation. 
93 Nassau Street, New York 38, N. Y. 





This SUCCESSFUL—LIFE & A.& H. Man? 


Here’s an opportunity for a progressive life-A. & H. com- 
pany or a large multiple line agency to bring this man into 
the organization in a key position. His qualifications: 


1. Over 20 years' experience in the field, past 14 years as 
successful general agent in N. Y. area. 

2. Fully capable of serving as assistant agency director. 

in developing brokerage business, 
training and supervising of full-time men. 

4. College degree; nearing completion of CLU course; LUTC 
instructor—Accident and Sickness course. 


Fully capable of earning five-figure salary. N. Y. area preferred but 
Address Box 2698, The Eastern Underwriter, 


recruiting, 
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WORTHINGTON 


WILLIAM P. 


will either have to surrender it or submit 
his resignation.” A°letter to this effect 
has also been sent to all Home Life 
agencies, although the company reports 
that it knows of only one or two instances 
where this prohibition might apply. 

A feature of the meeting was Mr. 
Engelsman’s talk on “Give Them a 
Chance to Accumulate.” Mr. Engelsman 
argued forcefully for “cash value insur- 
ance bought out of income” and against 
some of the “fads and gimmicks” that, 
in the long run, hurt both the client and 
the industry. Mr. Engelsman also dealt 
with the pros and cons of other forms 
of investment, coming to the conclusion 
that “life insurance has proved itself to 
be the most effective method ever devised 
for accumulating money.” 


Coming Centennial Year 


A special preview of the celebrations 
planned for Home Life’s forthcoming 
Centennial Year was given by Eugene 
C. Kelly, assistant vice president and 
member of the company’s 100th Anniver- 
sary Committee. A full program of home 
office and field events is already sched- 
uled, culminating in a centennial dinner 
and conference at the Waldorf Astoria 
Hotel. 

Other Speakers Heard 


Other home office speakers who parti- 
cipated in the meeting were James T. 
McCrystal, assistant vice president; 
Charles A. Turner, assistant to the presi- 
dent-public relations; William W. Stew- 
art, Jr., manager of agencies; Charles 
A. Murphy, executive assistant; William 
B. Wallace, III, assistant manager, sales 
research and development; and Michael 
T. Wallace, assistant manager. 

Throughout the three-day meeting, 
panel discussions by leaders provided a 
valuable opportunity to exchange infor- 
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$40,000 


NON-MEDICAL 


of Group Life Insurance for 
firms with 10 lives or more 
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WINSTON 
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mation and ideas about sales methods 
of field-proved effectiveness, 

Client-building methods were analyzed 
by the first panel, headed by Mr. 
Murphy. Other members of the panel 
were Frank H. Beebe, Los Angeles- 
Chapman agency; John A. Packal, CLU, 
Cleveland-Easton agency; and H. Edwin 
Stockwell, Newark agency. 

Mr. McCrystal, Home Life’s Group 
sales head, led a panel in a discussion 
of how Group work can stimulate the 
sale of Ordinary business. Members of 
the panels, besides Mr. McCrystal, were 
John J. Kirby, New York-Pratt agency; 
Albin G. Matson, CLU, Atlanta; and 
Paul C. Plybon, Greensboro, 

The final panel discussion, led by Mr. 
Stewart, was on “How I Get Men to 
Make Decisions.” Panelists were Stanley 
I. Cundey, Paterson; Lawrence P. Dargie, 
CLU, Boston-Saint agency; and Fillmore 
A. Merber, New York-Oshin. : 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 








PERSONAL 






BOSTON 


Loyat Protective Lire INSURANCE COMPANY 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 
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HEARD On The WAY 











Henry S. Beers, president of Aetna 
Life Affiliated Companies and Frederic 
Ww. Ecker, president, Metropolitan Life, 
have been elected board members of the 
National Industrial Conference Board. 

This organization is an independent and 
non-profit institution for business and 
industrial fact finding through scientific 
research. The work of the board is made 
possible through the support of more 
than 3,700 subscribing associates includ- 
ing insurance and other business organi- 
zations, trade associations, Government 
bureaus, labor unions, libraries, colleges, 
universities and individuals 





Members of the home office of the 


| John Hancock Mutual Life will present 


the popular hit, “Pajama Game,” in John 
Hancock Hall on May 13 and May 15. 

Principal roles in the musical will be 
played by Arthur Kinder of Arlington, of 
the company’s city mortgage staff, and 
Becky Smith, a nurse in the company’s 
medical clinic. Other principals include 
John Rice, Robert Parsons, Leeta_Har- 
rington, John Tierney, and Diana Bates. 

Others in the cast include Carol Ann 
Schirl, Stuart Peirce, Rose Lima, Marc 
Skifangton, Kevin Griffin, and Edward 
Murray. F 

“Pajama Game,” written by George 
Abbott and Richard Bissell, with music 
and lyrics by Richard Adler and Jerry 
Ross, takes place in a pajama factory 
in the Midwest. Tickets for the produc- 
tion can be obtained through the com- 
pany’s FCA employe association office, 
or members of the cast. 





Orville F. Grahame, vice president and 
general counsel of the Massachusetts 
Protective and Paul Revere Life, both 
of Worcester, Mass., rated news recogni- 
tion recently in the Worcester “Tele- 
gram” in the column conducted by Staff 
Writer Bill Moiles of that paper. 
Writing about the Abraham Lincoln 
Sesquicentennial Year, Mr. Moiles said: 
“Our own modest Lincoln collection was 
enriched recently by an attractive and 
interesting booklet, published this year 
by the Ohio Lincoln Sesquicentennial 
Commission and detailing the relations 
between Lincoln and Sculptor Thomas 
D. Jones. It seems that a bust that Mr. 
Jones made of Lincoln in the winter of 
1860-61 in Springfield, Ill., was the only 
sculpture for which our Civil War 
President ever actually posed. His last 
sitting for Jones was two days before 
he left on his one-way journey to Wash- 
ington and immortality. .. .” 

Mr. Moiles gratefully acknowledges in 
his column that the booklet was sent to 
him by Mr. Grahame whose great-grand- 
mother, Phoebe Tones Booth, was the 
sculptor’s sister. The bust was unveiled 
on January 19, 1871 in Columbus, O., 
State House rotunda, later moved to a 
corridor outside the Ohio Senate Cham- 
er, 

Uncle Francis 





Karduna Associates Move 
Karduna Associates, Inc., Postal Life 
agency, has moved into modern. air-con- 
ditioned offices at 16 Court Street in 
downtown Brooklyn, The enlarged facil- 
ities include completely private arrange- 
ments for agent-client consultations as 
well as business meetings. 

. A. Karduna, president of the 
agency, stated that the increase in size 
of the agency would in no way decrease 
the personal and individual attention ac- 
corded to each client. The agency was 
formerly located in the same building. 
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FIGHT AGAINST INFLATION 





J. F. Oates Urges Equitable Personnel 
To Write to Congressmen Regard- 
ing Federal Spending 

Speaking before the eleventh annual 
Estate Planners Day New York Chapter 
of CLU last week, James F. Oates, 
president of Equitable Life Assurance 
Society, said he had urged Equitable 
personnel to write Congressmen their 
views regarding the current debate on 
Federal spending. Letters concerning 
this action were sent to Vice President 
Richard M. Nixon, chairman of the 
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special cabinet committee studying prob- 
lems of inflation; Secretary of the 
Treasury Robert B. Anderson; Dr, R. J. 
Saulnier, chairman of the Council of 
Economic Advisers, and William Mc- 
Chesney Martin, Jr., chairman of the 


board of governors of the Federal Re- 
serve System. 

Mr. Oates said: “The initiative for 
my letter originated with the Joint 
Committee of Economic Policy of the 
American Life Convention and the Life 
Insurance Association of America.” He 
added that in all probability similar 
warnings against inflation will be sent 
to other life insurance company employes. 
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Tailored 
Pension 
Programs 






FOR YOUR CLIENTS 


GUARDIAN’S New Pension Trust Program offers many attractive 
features for your best pension prospects—firms with from five 


to fifty employees, including: 


* High early cash values 


* Guaranteed Issue—without 
increase in premium or 
reduction in dividend— 
on as few as 10 lives 


* Premiums graded by policy 
size 


* Free valuation of auxiliary 


funds 


* Personalized consultation 


and proposal service 


* Attractive binder for filing 


policies 


For complete information, call the GUARDIAN manager 
in your area, or write our Pension Trust Division. 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company ® Established 1860 


SO Union Square, New York 3, New York 


TO HEAR DR. S. S. HUEBNER 





Will Speak At Distinguished Service 
Award Banquet of Newark CLU 
Chapter, May 26 

Dr. Solomon §S. Huebner, president 
emeritus of the American College of 
Life Underwriters, will be the principal 
speaker at the Distinguished Service 
Award Banquet of the Newark CLU 
Chapter, which will be held May 26, at 
the Military Park Hotel in Newark. An 
audience of 200 chartered life under- 
writers and top New York and New 
Jersey life insurance company officials 
will hear Dr, Huebner discuss Profes- 
sional Progress in Life Education. 

This is the second time the Newark 
group will honor a member of the life 
insurance industry for outstanding con- 
tributions to the life insurance field, Last 
year’s recipient of the Distinguished 
Service Award was Harold M. Stewart, 
retired executive vice president of The 
Prudential. 

Dr. Huebner is one of the best known 
people in the insurance world and for 
more than 50 years has been the leader 
in life insurance education in this country 
and abroad. Last year he represented 
the United State Department of State 
in a 40,000 mile goodwill tour of Japan, 
New Zealand, Australia and the Philip- 
pines. He is professor emeritus of the 
University of Pennsylvania. The Dis- 
tinguished Service Award is to be an- 
nounced, 





Aetna Life Council Elects 

Joseph T. McCance, Hartford, and 
Harry I. Warren, Baltimore, were elected 
chairman and secretary, respectively, of 
Aetna Life General Agents Advisory 
Council at a four-day meeting in Hart- 
ford April 26-29. 

The council, comprised of general 
agents whose agencies received the 
Aetna Life President’s Trophy last year 
for outstanding performances, met with 
the company’s top management to dis- 
cuss new developments in the life insur- 
ance field. 

Other members, welcomed to the home 
office by Senior Vice President Robert 
B. Coolidge, are: Samuel G. Carson, 
Toledo, outgoing chairman; Joseph 
Schulman, G. V. Austin & Co., Brooklyn; 
A. D. Stein, R. S. Edwards & Co,, 
Chicago; Foster A. Vineyard, Campbell 
& Vineyard, Little Rock; Emil W 
Kohut, Mineola, N. Y.; Arthur H. 
Bikoff, New York, Fifth Avenue; R. M. 
Harpster, Plaisted and Harpster, Port- 
land, Ore.; Earl Twyman, San 
Antonio, and Burnley H, Wilson, 
Tacoma. 





H. A. Vollmer Agency V. P. 


H. A. Vollmer has been made vice 
president in charge of agencies for 
Columbia Mutual Life of Binghamton, 
N. Y., it is announced by W. R. Jenkins, 
president, Mr. Vollmer joined the com- 
pany in 1957 after several years as an 
agency officer in Texas. 





Pan-American General Agent 

Appointment of Wayne L. Flick a 
general agent in Pittsburgh for Pan 
American Life of New Orleans has been 
announced by Regional Agency Vice- 
President Paul Light, CLU. 

A native of Butler County, Pa., Mr. 
Flick attended Slippery Rock State 
Teachers College and the University of 
Pittsburgh prior to entering the life 
insurance field. In March 1941, he joined 
Guardian Life. Except for a two-year 
leave to serve with the Army, his entire 
career has been with that company. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 














Page 16 


THE EASTERN 
— UNDERWRITER © 


May 8, 1959 


May 





THE EASTERN UNDERWRITER 


Owned and published every Friday by the Eastern Underwriter Co., a New York 
Office and place of business, 93-99 Nassau Street, New York 38, N. Y. 
WOrth 2-4868 








Corporation. 





President-Treasurer W. L. Hapey, Vice President-Secretary 


W. L. Crapp, Vice President-Advertising 


CLARENCE AXMAN, 





Editorial Division 
L. JEROME PHILP, Managing Editor 
Epwin N. Eacer, Associate Editor W. L. Crapp, Associate Editor 
A. V. Miter, Editorial Secretary OLIVER J. Jones, Associate Editor 
EuceNne G. Downey, Assistant Editor 


CLARENCE AXMAN, Editor 





Business Division 


W. L. Haney, General Manager ELIZABETH V. McGinty, Assistant Manager 





Subs ription price in the United States and possessions, $5 a year. Canadian subscriptions, 
$6 a year. Foreign countries $6.50 a year. Single copies 25c. 

Remittances from outside the United States by Postal or Express Money Order or by Bank 
Daft, payable in United States Funds. 


Entered as second-class matter April 5, 1907, at the post office +. New York City under act of 
Conyress, March 3, 1879. Second-class postaye paid at New York, N. 





lished matter how elusive or how 
deeply buried in the pages of a book or 
pamphlet. 

the Steel Institute’s first choices 
20 librarians were selected as 
having a distinguished career both in 


[ATION 


insurance 


ASSOC no 


INDUSTRY 


called by 


MODEL 
What 
executives a model industry organization 
in that field is the Canadian Life Insur- 
Association which in May 


has been 


For 


ance Officers special 


holds its annual meetings in Seigniory 

Club, in the Laurentian Mountains of developing information resources and 
Quebec. Membership consists of all life also in organizing library services. Of 
insurance companies operating in Can- those selected, 13 are still alive and will 
ada and they are from several parts of receive medallions on June 1 during the 
the world: the United States, Great Institute’s 50th anniversary convention 


to be held in Atlantic City. 

Some sample recipients are three who 
have served the public in Newark. They 
are the late John Cotton Dana who as 


Britain, Continental Europe and Canada. 

The operation of this association has 
been marked by unusual harmony. While 
differences of 


there have been some 

opinion, friction has been at a minimum. director of Newark Museum pioneered 
The entente between companies long in library advertising and library print- 
evident is matched by the fine relations ing, being author of many publications 
between the CLIOA and the Insurance on bookbinding and art; Alma O. 
Depirtment supervisory officials who in- Mitchell chosen “woman of the year” 


in 1955 by the women’s service clubs of 
Essex County, New Jersey, and Marian 
Manley Winser who retired in 1954 as 
librarian of the business branch of New- 
ark Public Library after 36 years with 


clude the Dominion Superintendent at 
Ottawa and Superintendents of Insurance 
of the Canadian Provinces. 

One reason for the success of CLIOA 


is that its managing director, R. Leighton 


Foster, Q.C., former Insurance Superin- the institution. 
tendent of Ontario, is a man whose abil- Only librarian on the list from the 
ity and perception are coupled with a_ insurance field is the late Laura A. 


capacity for getting things done and Woodward, librarian of Central Re- 
who is surrounded by an unusually cap- search library of Maryland Casualty Co., 


who was national president of Special 
Libraries Association in 1940-1942 and 
whose memory deserves the recognition. 


able staff. 


LIBRARIANS 


RECOGNITION OF 


Number of “Halls of Fame” in this Missing from the list is Mabel B, 
country constantly grows, Some are SWerig, who won fame as librarian for 
genuine efforts to immortalize people Yeats of Insurance Society of New York. 





who made or are making notable achieve- 
Rowland C. Fitch, assistant superin- 


ments which should be recognized. j 
Bieta Knees <s <a tendent of the Hartford Fire Group’s 
ters May be eltorts to Capitalize an home office printing and supply depart- 
organization, business or college, through ment, marked his 25th anniversary with 
medium of name dropping. the company on May 3. Mr. Fitch, a 
eg eS = . , artf ative i Tr 
Latest activity of this type is the “Hall Hartford native, is a World , War JI 
; Fame” of A ; 1 1 Steel veteran of nearly three years’ service 
of Fame” of American Tron anc Stee with the Army. He is active in the 
Institute—which has made a serious Windsor Locks Little League and is a 


member of the Hartford Group Men’s 
Club. 


special ooo a ae 


attempt to select a group of 20 special 
librarians this The 
librarians are a group belonging to an 
indispensable but often not much pub- 


for honor. 


James J. Maxson, Jr., has been ap- 
pointed secretary of Gahwe Bros. Agency 


licized profession which is of decided eo insurance agency of Buffalo, 
and constant aid to business, industry, ~ : ae ag 

Government and other fields. It is a Robert L. Young, who has served as 
hard-working, earnest, courteous and _ office manager of the Federal Mutual 


Insurance 'Company’s executive office in 
Decatur, Ill, has been placed in charge 
of the fire and allied insurance lines 


very efficient number of individuals who 
apparently can put their finger imme- 
diately on any type of information pub- 


underwriting department. 





HARRIET A. ACKROYD 


Harriet A. Ackroyd, one of founders 
of Citizens Casualty Co. of New York, 
has resigned as a member of its board 
and that of its affiliate, Citizens Life. 
She lives in Utica where Citizens Cas- 
ualty had its first home office 30 years 
ago. Having reached the age of 88 and 
attended meetings consistently over the 
three-decades stretch she feels she has 
earned the right to relax in private life. 
She also is a retired executive of Utica 
Underwriters, Inc. The announcement 
of her retirement from the Citizens Cas- 
ualty was made by T. Harvey Ferris, 
chairman of the board. 


* * * 


Edward F. Cavanaugh, Jr., Fire Com- 
missioner of the City of New York, will 
be guest of honor at a reception on eve- 
ning of Thursday, May 14, at The Lotos 
Club, New York. In notifying members 
of the reception the club writes: “Rarely 
if ever has New York City been given 
such an administration of alertness and 
efficiency as that provided by Commis- 
sioner Cavanaugh. His policy of pre- 
vention has brought a new and highly 
beneficial aspect to the operation of his 
department which he has headed for 
the past five eyars. Indeed, he has made 
fire prevention a career.” 


* * * 


James T. Poulos has been appointed 
district office manager of Motors Insur- 
ance Corporation in charge of the Tren- 
ton, N. J., office. During World War II, 
Mr. Poulos was a member of the United 
States Naval Reserve. A_ graduate of 
Hobart College in Geneva, N. Y., he be- 

gan his service with Motors in 1948 at 
fhe Philadelphia, office. He was promoted 
to claim supervisor in 1953, office man- 
ager in 1957 and claim manager in 1958. 


* * * 


George E. Gornto has resigned from 
the vice presidencies of Carolina Cas- 
ualty, Carolina Home Life and Insurance 
Company of the South, to enter the 
agency of Mitchell & Gaines, Inc., Atlan- 
ta, Ga. as vice president. 


ce ke 


Peter F. Chapman has been appointed 
actuarial assistant of Manhattan Life. 
A graduate of University of Chicago he 
was for two years a mathematician with 
Bureau of Aeronautics, Navy Depart- 
ment. For six years he was with Metro- 
politan Life’s home office in New York as 
assistant actuarial supervisor, For a 
time he also was consulting actuary with 
Charles A, A’Hearn, pension specialists. 
He belongs to Society of Actuaries and 
Actuaries Club of New York. 





CHARLES F. NOYES 


Charles F. Noyes, famed New York 
real estate operator, was one of nine 
men chosen to receive “Hall of Fame” 
Horatio Alger awards to be presented 
by a committee of the American Schools 
and Colleges Association at a Waldorf- 
Astoria Hotel ceremony May 7 to 
leaders in businesses 
each of whom thas won signal success? 
from “boyhood poverty.” Mr. Noyes, 
whose firm Charles F. Noyes Co., man- 
ages hundreds of business i 


in poverty when a boy but he came to 
this city to carve a career strictly by his 
own efforts and made an amazing suc- 
cess. Incidentally, he has organized a 
club among his business associates and 
in other friendship channels, called the 
Noyes Turkey Club. The club now has 
nearly 1,200 members, each of whom is 
presented by Mr. Noyes just before 
Thanksgiving Day with the gift of a 
turkey from his Rhode Island farm, 


* ok * 


George J. Gross, who resigned in 
1958 from the New York State Insurance 
Department of which he was chief coun- 
sel and a Deputy Superintendent, was 
guest of honor at a dinner in Forest 
Hills Inn on Long Island held May 6 
The host was the Kew Gardens Civic 
Association and the dinner was in recog: 
nition of Mr. Gross’s activities with the 
Association, including the winning of 
a two-year legal fight on the zoning 
situation. A large delegation was present 
from the New York State Insurance 
Department. Mr. Gross, after leaving the 
Department, went with the Gotham Bank 
in Rockefeller Plaza of which he is now 
senior vice president, The bank wa: 
formerly known as Pennsylvania Ex- 
change Bank 

ewe 


Roy A. Duffus, secretary of the Jame 
Johnston Agency, Inc., of Rochester, 
N. Y., and former president of the New 
York State Association of Insurance 
Agents, has just returned from a westert 
trip where he addressed the Rocky 
Mountain Territorial Conference of the 
National Association at Colorado Springs 
There he showed 50 color slides giving 
sales ideas which he and his associates 
have developed in the agency. He feel: 
this method gives agents a better oppor 
tunity to register in their minds th 


and professions) 


buildings? 
below Columbus Circle, was not exactly? 





many thoughts offered. En route home 
he presented the slides and sales idea} 
before insurance men at the Insurance 
Exchange Building in Chicago, throug! 
the cooperation of Allan I. Wolff, heal 
of Associated Insurors there and presif 
dent of NAIA in 1933-34. 


Two 


Ey 


Whe 
tenden 
numbe 
start | 
private 
if ther 


at Alb: 


the Si 
is the 
the De 
a large 
have g 
insuran 
a legal 
Two 
Superit 
New Y 
Arthur 
have b 
of Gar 
Willian 
in law | 
try. 
Caree 
follow: 
Frede 
was bo 
ting fr 
Univer: 
mitted 
1926 he 
represe 
and the 
Mr. ( 
nationa! 
and a 
Insuran 
of Bro 
Associa 
nationa’ 
of the 
yers. H 
Law Sc 
the Law 
ce.lor o 
America 
Associat 
America 
chester 
been ay 
academi 
tional A 
and alsc 
and deg 
Philathe 
degree « 
drews LU 
He rece 
Award | 
Law an 
1957. 
‘Mr. G 
through 
of unive 
on trial t 
Problem: 
examinat 
Thoms 
Xavier $ 
aw Sch 
admitted 















May 8, 1959 


Dill 


Dede ate 













Executives Join One Law Firm 


Whenever a new Insurance Superin- 
tendent is appointed in this State a 
number of the Deputy Superintendents 
start looking around for a connection in 
private business. This is particularly true 
if there is a change in administration 


‘at Albany. As most Deputies, as well as 





_Yorkf the Superintendents, are lawyers, that 
' nine# is the field which generally beckons to 
oe the Department people. Over the years 
chools) a large number of New York Deputies 
dorf-§ have gone with insurance companies, or 
/ tO) insurance industry organizations often in 
ssions a legal capacity, or with legal firms. 
sccesa oa : ss 
Joyes, Two of the prominent figures under 
man-) Superintendents Holz and Wikler of the 
ldings) New York State Insurance Department 
xactly) Arthur F. Lamanda and Milton Shalleck 
me tol have become members of the law firm 
yy hist of Garfield, Clifford & Fagan of 100 
- suc-B William Street, whose prinicipal activity 
zed ab in law is confined to the insurance indus- 
s and@ try. 
d_ the Careers of the members of the firm 
vy hasi follow: 
om. is Frederick M. Garfield, senior member 
yeforee was born in Jamestown, N. Y. Gradua- 
of af ting from Albany Law School, Union 
m, University, class of 1920, he was ad- 
mitted to the bar in the same year. In 
1926 he came to New York. His ‘firm 
ding Tepresents about 20 insurance companies 
rancel and they include both stock and mutual. 
coun Mr. Garfield is a Patron of the Inter- 
wae National Bar Association ; vice-president 
‘orest 2nd a governor of ithe Federation of 
ay 64 Insurance Counsel, and a vice-president 
Civics of Brooklyn Manhattan Trial Counsel 
ecog Association, He is Fellow of the Inter- 
h the National Academy of Trial Lawyers and 
g of of the American College of Trial Law- 
oning yers. He is a founding member of the 
esent, Law Science Academy of America and 
ancl, the Law Science Foundation; past Chan- 
g the ce-lor of the Law Science Foundation of 
Banki America. He belongs ‘to International 
now, Association of Insurance Counsel; the 
wat American, New York State and West- 
Ex chester County ‘bar associations; ‘has 
been awarded the Star and Cross of 
academic ‘honors by American Interna- 
tional Academy, of which he is a Fellow, 
ames and also was awarded citations of merit 
sstere. and degree of Doctor of Humanities of 
New, Philathea College in 1958 and honorary 
ancy degree of Doctor of Law from St. An- 
ster’ drews University of London, England. 
ocki# He received the Distinguished Service 
thd? Award given by the First ‘Congress of 
ings Law and Medicine in ‘Chicago in July, 
ving, 1957. 
iates Mr. Garfield has lectured extensively 
feel throughout the United States on behalf 
por) of universities and state bar associations 
th on trial tactics, trial strategy, medicolegal 
om Problems and the art of direct and cross- 
dea} examination of the expert witness. 
anc Thoms R. Clifford attended St. Francis 
ough) Xavier School and Fordham University 
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Law School, gr raduating in 1924. He was 
admitted to the bar in 1925, and is a 
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member of the New York State bar as- 


sociation, New York ‘County Lawyers 
Association and the Guild of Catholic 
Lawyers. For many years he was sec- 
retary to Judge Kenneth J. O’Brien, 
later becoming law assistant to the 


Board of Justices of the First Judicial 
District, gaining experience in all types 
of litigated matters. His insurance ex- 
perience began in 1928 when he was chief 
counsel for a mutual casualty insurance 
company. He joined Garfield, Clifford 
& Fagan in March, 1957. 

Thomas E. Fagan was graduated from 
Mount St. Mary’s College and Fordham 
Law School and was admitted to the bar 
in 1936. He is a member of the Ameri- 
can, New York State and Nassau _ bar 
associations; the Brooklyn Manhattan 
Trial Counsel Association. For many 
years he was trial counsel for Continen- 
tal Casualty and has lectured at the Uni- 
versity of Texas, the Law Science In- 
stitute, the Federation of Insurance 
Counsel and the Society of Medical Jur- 
isprudence. 

Harold M. 
the firm, is a graduate of 
Law School and was admitted to the 
bar in 1932. Joining the firm in 1942, 
Mr. Harkavy heads the appeal and dec- 
laratory judgment departments. He has 
had much experience in the disputed 
policy cases and has been a pioneer in the 
use of the declaratory judgment as a 
means cf simplifying and adjudicating 
coverage disnutes between the insurance 
carrier and the insured. 

Arthur F. Lamanda was New York 
State’s First Deputy Insurance Super- 
intendent when he left the Department 
to go with Garfield, Clifford and Fagan. 
Born in this city he is a graduate of 
New York Law School and is a member 
of Bar Association of City of New York 
and New York County Lawyers Associa- 
tion. He joined the Department in 
1955 after being secretary and assistant 
to State Supreme Court Justices Valente 
and Dickstein. His first duties with the 
Department were Deputy in charge of 
the Property Bureau, After being ap- 
pointed First Deputy in 1958 he was 
placed in charge of its New York 

office and of rate making policy. He 
presided at many pubtic hearings on rate 
matters, including those of Blue Cross. 
He lives at 45 Christopher Street and is 
president of Greenwich Village Club. 

Milton Shalleck was graduated from 
the University of Pennsylvania with a 
degree of A.B in 1927 and secured a 
degree in law trom Fordham University 
in 1930. He was admitted to the New 
York State bar in 1931. He was engaged 
in general private practice in New York 
Citv for several years; became associated 
with Judge Samuel I. Rosenman as his 
secretary in the New York Supreme 


Harkavy, of counsel ito 
the Brooklyn 


Court and later in Washington and in 
private practice. In Washington Mr. 
Shalleck became head attorney of the 


Lend Lease Administration and did much 
in developing the policy of that author- 
ity. He became special counsel to the 
Foreign Economic Administration: re- 
turned to New York and to private 
practice and then became executive as- 
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sistant to Superintendents of Insurance 
Leffert Holz and Julius Wik'er. His as- 
sociation with the Insurance Department 
was in a dual capacity: while acting as 
executive assistant, he was head of the 
Liquidation Bureau of the Department. 
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The Dorsett Family 


University of North Carolina, popularly 
known as Ch: apel Hill, is alma mater 
of a number of insurance men who have 
won note in the business. One of the 
best known and among the most loyal 
alumnus is J. Dewey- Dorsett, general 


manager of Association of Casuz uty and 
Surety Companies. 
Two of Mr. Dorsett’s sons and his 


daughter are graduates of this univers- 
ity, one of the few father-children com- 
binations making such a record at Chapel 
Hill. The sons are J. Dewey Dorsett, 
Jr., assistant professor of medicine, Uni- 
versity of North Carolina Medical 
School, and Joseph J., a graduate of 
Harvard School of Business Adm‘nistra- 
tion who is with Royal-Globe. Joe Dor- 
sett after being state agent at Louisville 
was transferred last February to the 
Royal-Globe head office where he is 
taking the special training program. 
Their sister, Mrs. John Pender of Char- 
lotte, N. C., is wife of Dr. Jolin Pender, 
a surgeon. 

J. Dewey Dorsett was recent!y made 
agent for his class, ’22, in the program 
known as Alumn: Annual Giving. In- 
augurated seven years agents for 
the classes endeavor to obtain from 
classmates contributions to this good 
cause. Splendid progress has been made 
in raising funds for the university. 

The general manager of the Associa- 
tion of C. and S. Companies was born 
on a farm in Chatham word North 
Carolina. After attending Guilford Col- 
lege for a year he transferred to Uni- 
vers.ty of Carolin: 4, graduating wih a 
degree of Bachelor of Science in Com- 
merce. Less than a month later he was 
sworn in as clerk of the Superior Court 
in Chatham County. While in that post, 
he was admitted to North Carolina bar. 
After five years as court clerk he re- 
signed to become cashier of Chatham 
Bank, Siler City, N. 

Mr. Dorsett became known throughout 
the state after Governor O. Max Gard- 
ner appointed him a member of the 
North Carolina Industrial Commission 
which administers the State’s Workmen’s 
Compensation Law and in 1936 he was 


ago, 


advanced to chairman of the Commis- 
sion, being designated as permanent 


chairman by Governor Hoey in 1937. His 
administration attracted the favorable 
attention of insurance companies who 
offered him the position of casualtv de- 
partment manager of Association of Cas- 


Accept: ng 
York City 


ualty and Surety Companies. 
that position he came to New “ 
to live in February, 1939. 

Mr. Dorsett is also secretary-treasurer 
of Nat.onal Association of Casualty and 
Surety Executives and is a trustee of 
Industrial Hygiene Foundation of Amer- 


ica, Inc. His home is in Ridgewcod, N. J. 
= 4 8 
Return of the Waistcoat? 
No newspaper could have struck a 


more popular chord in the business world 
than The Wall Street Journal did in 
an editorial about the vest ae an art icle 


of wearing apparel. Said W 

“We see that clothing pe -d are 
thinking about restoring the vest as 
standard equipment with men’s suits. 


Well, it’s about time someone considered 
the fashion problem of an executive who 
is all thumbs.” 

We do not know any executive 
does not carry with him at all times 
during the day a fountain pen and a 
pencil—sometimes a blue pencil to com- 
plete the equipment. And we don’t know 
any who does not find himself handi- 
capped by the fact that pockets in 
clothes have been cut down in number. 
The two most important articles an 
executive carries are his pocketbook and 
his pen or pencil. The pocketbook rests 
in a coat pocket on the right side. 
Occasionally, it shares company with 
some letters brought on the subway to 
read or being carried home for further 
consideration. His watch finds a place 
in a small trouser’s pocket. Formerly 
they were carried in the vest. The 
Rochester and other manufacturers of 
men’s clothes should take note. 


wo 


* * o*” 


National Travel Club 


National Travel Club is covering mem- 
bers with a $2, 500 accident insurance 
policy which increases to $5,000 after 
the first year. Club members are auto- 
matically insured against injuries sus- 
tained anywhere in the world while 
traveling in public conveyances. Death 
benefits of $1,000 are paid for private 
passenger automobile accidents, Similar 
death benefits are paid to members if 
run over or struck by any motor vehicle. 
Club members receive benefits for hos- 
pital confinement “resulting from cer- 
tain specified injuries at the rate of 4 
a day for a maximum of 30 days. Hos- 
pital benefits are doubled after the first 
year of membership at the rate of $8 
for a maximum of 60 days. 

The insurance is issued by American 
Casualty Co. National Travel Co. head- 
quarters are at 50 West Fifty Seventh 
Street, New York. 






















































International Marine Union Plans 


For London Congress in September 


The International Union of Marine 
Insurance has announced plans for the 
1959 Congress of the Union which will 
convene in London during September. 
Announcement was made at the conclu- 
sion of a recent meeting of the executive 
committee in Munich, according to Owen 
E. Barker, a member of the committee. 

Mr. Barker who is chairman of the 
beard and president of Appleton and 
Cox, Inc., New York, and also past 
president of the American Institute of 
Marine Underwriters, reported that the 
German Union of Marine Underwriters 
had arranged satisfactory session for 
the committee. 

Open Meetings on Sept. 16 


The provision of a full-day of open 
meetings in London on September 16, 
to which all marine underwriters and the 
press are invited, together with simul- 


taneous translating equipment, ave out- 
standing innovations in plans for the 
Congress. Such topics as “hull business 


heretofore discussed only in 
will be on 
meetings. 


in general,” 
official meetings of delegates, 
the agenda for the open 


Problems related to insurance of nuclear 
risks, wiih particular reference to icgis- 
lative developments, will be discussed. 
The Canadian Board of Marine Under- 
writers will present a film on the St. 
Lawrence Seaway, and also one deaiing 
with ice conditions during the past 
winter. 

The London conference will open on 
September 13 with several committee 
meetings. Council meetings will be held 
on September 14 and 15. British marine 
underwriting associations have planned 
a social program. 

The International Union meets annu- 
ally fer discussion of technical matters 
of interest to its members, which com- 
prise 45 associations of marine under- 
writers from many nations. The 1960 
Conference will be held in Washington, 


D. C, under the sponsorship of the 
American Institute of Marine Under- 
writers, a member association of the 


International Union. 

Mr. Barker also announced that the 
insurance association of Portugal, Gremio 
dos Seguradores, has invited the Union 
to meet in Portugal in 1961. 





BROKERS TO MEET IN N. Y. 


National Association Directors to Con- 
sider New Commercial Property Policy; 
Meeting Runs May 11-14 
Specific 
commercial 
developed will be presented for approval 
at the annual meeting of directors of the 
National Association of Insurance Bro- 
kers May 11-14 in New York. Viewpoints 
from all brokerage centers in the coun- 
try will be considered at that time for 
integration into the report, which has 
been in preparation since last year by 

the product research committee 

The product research committee’s re- 
port will recommend combining into a 
single policy the best features of the 
present Industrial Property Floater and 
the Manufacturers Output policy. The 
committee report as approved by the di- 
rectors will be transmitted to the Multi- 
Peril Insurance Conference, which is 
developing such a policy. 

A proposed amendment to the consti- 
tution would permit affiliation with the 
association of groups outside the United 


new 
being 


recommendations for a 


property policy now 


States who act as insurance brokers. 
Applications for such affiliation are 
pending. 


The directors will be guests on Tues- 
day, May 12, at the 6lst anniversary 
luncheon of the New York Association 
in the Starlight ballroom of the Waldorf- 
Astoria at which New York Superin- 
tendent of Insurance Thomas Thacher 
will speak. 


Carl Mattison to Assist 
H. G. Helm at Glens Falls 


Glens Falls Insurance Co. announces 
promotion of Carl W. Mattison to as- 
sistant manager of the advertising and 
public relations department under De- 
partment Manager Harry G. Helm. 

Mr. Mattison, who joined Glens Falls 
in 1956, had been for eight years asso- 
ciated with local radio stations and 
previously had been with. broadcasting 
stations in Albany, Troy and Syracuse 
as announcer, writer, director or studio 
manager. He is active in community 
affairs and a Mason. 





Merchants Fire Declares 


100% Stock Dividend 

Directors of the Merchants. Fire 
Assurance of New York have declared 
a 100% stock dividend on a share for 
share basis payable June 5 to stock- 
holders of record May 15 subject to 
approval of the Superintendent of In- 
surance. 

In addition a cash dividend of 30¢ a 
share was declared payable June 5 to 
stockholders of récord May 15. This is 
equivalent to 60¢ a share on the shares 
previously outstanding. 





NAUA AT 125 MAIDEN LANE 

The National Automobile Underwriters 
Association moved May 1 from 150 
Nassau St. to the 17th floor at 125 
Maiden Lane, where the phone number 


is DIgby 4- 8890. 





Agencies in New York 
Show Profit of 1.2% 


SURVEY REVEALS LOW RETURN 


Profit Per Average Agency of $1,329 
Includes Salaries to Principals of 
$7,624; Expenses Reasonable 


Syracuse, N. Y., May 5—The average 
agency in New York State shows a net 
profit of only $1,329, or 1.2% of net 
commissions, Lawrence F. Smith, di- 
rector of research, National Association 
of Insurance Agents, told the agents here 
today. Results are based on a survey 
for the 12 months ending December 31, 
1957, and include agencies with annual 
premium volume from less than $10,000 
up to about $2,500,000 

Mr. Smith said the survey showed 
larger agencies had a better than aver- 
age profit, that many agents are con- 
sidering, or have taken on, life insur- 
ance selling to augment present income 
and that reductions in automobile com- 
missions made since 1957 have undoubt- 
edly put many agencies in the “red.” 

The survey also reveals the average 
New York agency wrote annual net pre- 
miums of $110,000, consists of 1% full 
time producers, employs 2 to 2% full time 
clerical office employes. 

The sum total of premiums written by 
112 participating agencies amounted to 
almost $19,500,000. The average profit 
derived by these participating agencies 
amounted to 1.2% of net premiums writ- 
ten. This compares with the 2.0% net 
profit yielded during the same ae ne 
by the average Connecticut insurance 
agency and the 2.1% yielded by the 
average insurance agency across the 
nation in 1952, Mr. Smith said. 


Details of Survey 


“Based upon an average of $110,000 
net sales (in this case, net premiums), 
the average New York agent in 1957 
retained a total of $22,440 as gross com- 
missions, out of which he paid $1,320 
to brokers and/or sub-agents, resulting 
in net commission income of $21, 120, or 
19.2% of net premiums,” Mr. Smith re- 
vented. “From this, the average agent 
paid a total of $19,791 for the cost of 
doing business, resulting in a net profit 
of $1,329. or 1.2% of net commissions, 
which is just about an all-time low in 
yield.” This profit was after deducting 
an average of $7,624 salary to agency 
principals, the agent-owner 

“Part of this low net profit could per- 
haps be attributed to the fact that the 
New York agents average slightly more 
brokerage business than agents located 
elsewhere in the United States,” Mr. 
Smith stated. “The average New York 
agent pays about 1.2% of net. premiums 
to brokers while the average Connecticut 
agent pays only .7% for brokerage busi- 
ness, or %4% less than the New Yorker. 
This, therefore, accounts for five of the 














WE RCo 


THE BOARD OF DIRECTORS OF 


New England Reinsurance Corporation 
ANNOUNCES THE ELECTION OF 


ELLIS H. CARSON 
AS PRESIDENT 


NERCO, working through insurance intermediaries, represents 
highest grade reinsurance facilities with an aggregate 
and surplus well in excess of a quarter of a billion dollars. 
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MERGER ACTION 


Informed counsel on insur- 
ance merger opportunities and 
procedure arrangements, in all 
lines of coverage. No obliga- 
tion for inquiry. 

CONSULTANTS 





























IN MARKETING AND MANAGEMENT 

FOR THE INSURANCE BUSINESS 
Frank LANGY:AASSOCIATES 
One NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17,N. Y. 








eight-tenths of a percentage point dif- 
ference in the profit factors in the two 
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states. 

“A salary allocation for agency prin- [ 
cipals was provided for in the statement 
applicable to the New York agency cost} 


2 


survey. This is a legitimate expense since | 
the average agent becomes involved in! 
many non- productive administrative 
duties in his office for which he would 
have to pay someone else if he did not. 
Excluding jmanagement salaries from 
the agency’s profit and loss statement 
would be as ridiculous as eliminating the 
sale ures of officers and management from 
an insurance’ company’s statement. 
“Even with this provision, however, 
it will be noted that the average New 
York agency has 1% full time producers, 
Thus, it will be seen that the full time 
(Continued on Page 23) 


Greetings Heard From N. Y. 


Cooperating Organizations 
Syracuse, May 4—Numerous organiza- 
tions in New York state which cooperate 
with agents’ state association were 
represented here today by leaders who 
voiced appreciation of such joint efforts 
in behalf of common goals. Among those 
who briefly addressed the convention 
were George F. Avery, c. York vice 
president of the U. S. & G., who is 
chairman of board of baie Federa- 
tion of New York state; G. W. Mil- 
brandt, president, Mutual Agents Asso- 
ciation of New York State; Fred Funston, 
vice president, Ontario Insurance Agents 
Association; Louise Weiss, president, 
Federation of N. Y. State Insurance 
jhe Clubs; Peter A. Locke, presi- 
dent, Brooklyn Insurance Brokers 
Association; Harold Fleischer, Brokers 
Association Joint Council, and Gus 
Schweitzer, Long Island Insurance 
Brokers Association. 


H. M. ROBERTSON DIES 

Chairman of Board of General Security 

and Former President Had Long 
Insurance Career 

H. Marshall Robertson, chairman of 
the board of the General Security As- 
surance Corp. of New York, died sud- 
denly in New York on April 30 at age 
of 69 years. He was born in 1889 i 
3ristol, Tenn., and was educated in Eng. 
land. 

He commenced his insurance careet 
with the firm of Heckscher & Pearson, 
Ltd., in 1906, which firm was_ subse- 
quently merged with Sterling Offices of 
London. After service in World War | 
as an officer in the Royal Flying Corps, 
Mr. Robertson went to Canada to form 
the firm of Sterling Offices, Ltd., in that 
country. In 1924 he came to the United 
States where ‘the organized the U. S. 
office of the same firm and was president 
a Lion Fire Insurance ‘Corp. of New 

Ork. 

In 1930 Mr. Robertson became U. 
manager of the General Fire of Paris, 
France, which firm engaged in reinsur- 
ance. In 1941 he became president of 
the General Security Assurance of New 
York, successor company of the Genera! 
Fire of Paris, U. S. branch, and in 1958 
became chairman of the board. 

He is survived by ‘this widow, Mrs, 














Marie Jennings Robertson; his _ son, 
Peter Marshall Robertson, who i is presi} 
dent of the General Security; a daugh 
ter, Mrs. Pauline Kivlen; three grand} 
children and a sister. 
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New York State Association Of Insurance Agents At Syracuse 





Elect Blum President; 
Douglass Executive V. P. 


MUTH IS ELECTED TREASURER 





Thorn Succeeds Schwab as National 
State Director; Regional Vice 
Presidents, Directors Named 


Syracuse, N. Y., May 5—Arthur F. 


Blum, Rockaway Park, was elected presi- 
dent today of the New York State As- 





ARTHUR F. BLUM 


sociation, succeeding Herber S. Brewer, 
Lockport. The former was installed at 
the banquet this evening. For the past 
year Mr. Blum has been executive vice 
president. New executive vice president 
is Robert B. Douglass, Potsdam, ad- 
vanced from treasurer. Past President 
Craig Thorn, Jr., Hudson, was elected 
national state director, succeeding 
Arthur L. Schwab, Staten Island. The 
new treasurer is Raymond A. Muth, 
Newark, N. Y., who is a member of the 
executive committee and a director of 


RAYMOND A. MUTH 


the state association. Executive secre- 
tary is John J. Jordan, Syracuse, with 
Mrs, Eleanor Foelker, also Syracuse, 
as office manager. 

For regional vice presidents the con- 
vention elected George A. Kramer, Jr. 
of Williston Park to succeed himself 


in the metropolitan suburban territory 
and Sidney Mang of Sidney to do the 
same in the east-north region. Replacing 
Ray Muth as regional vice president for 
the west-central area is W. Everett 
Meade of Bath who has been serving as 
one of the directors in that area. 

New directors are Kenneth Haslam of 
Rosedale to succeed himself as Queens 
County director in the metropolitan- 
suburban area. Mr. Haslam has been 


filling out the unexpired term of Arthur 
Blum. Also from the metropolitan- 
suburban 


area is Fred Waldron of 





ROBERT B. DOUGLASS 


Westchester County. Mr. Waldron is a 
past president of both the Westchester 
Association and the Suburban New York 
Association, 

In the east-north region Donald 
Fazioli of Troy succeeds himself and W. 
Joseph McPhillips of Glens Falls, a past 
president of the Glens Falls Insurance 
Board, and Arthur H. Parker of Cape 
Vincent are elected as new members of 
the board for the east-north region. 

In the west-central region DeBanks 
Henward of Syracuse is a new director 
and Howard Curtis of Corning and presi- 
dent of the Steuben County Association 
fills the unexpired term of Mr. Meade. 








CRAIG THORN, JR. 


Arthur F, Blum, newly elected presi- 
dent of the New York Association, 
operates the successful insurance and 
real estate agency of Walter H. Blum 
& Sons, at Rockaway Park, Long Island, 
together with his brothers William J. 
and Walter J. Blum. He attended Ford- 
ham and Columbia Universities and took 


courses of the Insurance Society of New 
York. In addition to being a state asso- 
ciation officer for several years he is a 
past president of the Queens County 
Association, a director of the Insurance 
Federation of New York. In civic ac- 
tivities Mr. Blum is a director of the 
Rockaway Park Businessmen’s Associa- 
tion and of the Chamber of Commerce 
of the Roc kaways and a member of the 
American L egion, Catholic War Veterans 
and Knights of Columbus. 

Robert B. Douglass, new executive vice 
president, has his own insurance and 
real estate agency in Potsdam, N. Y 
He entered insurance in 1942, after being 
graduated from Syracuse University that 
year, as manager of the Potsdam branch 
of the Milton M. Pitt Insurance Agency 
of Canton. He bought the branch office 
in 1946. 

With the New York State Association 
of Insurance Agents Mr. Douglass became 
a director in 1952, member of the execu- 
tive committee in 1954, and has been 
chairman of several committees. He was 
state association treasurer this past year. 
He also serves now as president of the 
Insurance Federation of the State of 
New York and has been co-chairman of 
its membership committee. He is a past 
president of the Potsdam Rotary Club 
and member of the executive council of 
the Boy Scouts of America, St. Lawrence. 

Raymond A, Muth of Newark, N. Y., 
newly elected treasurer, heads the Geo. 
W. Muth & Son agency. He is past 
president of the Associated Insurers of 
Wayne, Seneca, Yates & Ontario Coun- 
ties and a director of the New York 
State Association. He is past president 
of the Newark Rotary Club and Newark 
Chamber of Commerce and _ president 
now of the Newark Community Center 
and of the board of trustees of the 
Park Presbyterian Church. 

Craig Thorn, Jr., of Hudson, newly 
elected national state director and past 
president of the New York State Asso- 
ciation, heads the agency of Craig, 
Thorn, Inc., which was originally estab- 
lished in 1860. A graduate of Dartmouth 
College in 1931 Mr. Thorn entered in- 


surance that year with his father and 
became president of the agency two 
years later. He was president of the 


state association in 1957, 





Opening Ceremonies; Past 


Presidents Induct Brewer 
Svracuse, May 4 — With President 
Herbert S. Brewer of Lockport pre- 
siding at the opening of this morning’s 
session, Charles F. Farrington, president, 
Insurance Agents Association of Onon- 


daga County, welcomed the convention 
once again to Syracuse, and Sidney 
Mang, member of the State Association 


executive committee. responded on_ be- 
half of the nearly 1,000 agents and others 
attending the convention. 

Last night past presidents of the asso- 
ciation held a dinner to induct into the 


group. with “appropriate ceremonies,” 
Mr. Brewer, who will soon be a past 
president. Craig Thorn, Jr., Hudson, pre- 


sided, and others present included John 


T. Roe, Patchogue; Albert C. Deisseroth, 
Svracuse; John C. Stott, Norwich; 


Follett L. Greeno, Rochester; C. Fred 
Ritter, Middletown; Joseph A. Neumann, 
Tamaica; and Arthur L. Schwab, Staten 
Island. 


Motor Vehicle Panel 


Syracuse, May 4—A panel discussion 
on motor vehicle problems brought a 
flood of questions from agents here di- 
rected at George C. Schepens, manager, 
New York Automobile Assigned Risk 
Plan; Richard H. Barrell, chief dam- 
ages evaluator, Motor Vehicle Bureau 
of New York State, and Jack Joyce, 
associate examiner, New York Insurance 
Department. 

Several queries were directed at the 
problem of securing additional auto lia- 
bility coverage for those in the As- 
signed Risk Plan beyond the low limits 
now used by the ARP. There is a strictly 
limited excess market, both in this coun- 


try and abroad but premium charges are 


very high. The problem is being con- 
sidered by the New York Insurance 
Department. 


It was also asked why independent 
insurers, who deviate from Bureau rates 
for normal risks, charge the standard 
rate on ARP assureds, plus the sur- 
charge for coverage in the plan. It was 
stated that this is-prescribed in New 
York and also the independents do not 
wish to accept so-called undesirable risks 
at any rate less than normal. 

Several questions dealt with premium 
advances by agents, and whether such 


action violated any New York State 
laws. Mr. Joyce said advancing a pre- 
mium beyond the normal period for 


payment is not a violation of law so 
long as there is no wholesale abuse of 
the privilege. As to rate of interest an 


agent should charge for this financing 
service of his own Mr. Joyce said it 
should not be above 6% or an agent 


might be charged with usury. 

Mr. Schepens told the agents he feels 
the Assigned Risk Plan will be liberal- 
ized as time passes. He does not believe 
many companies now will take poor risks 
as regular business for the sake of get- 
ting credit under the ARP 
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"WANDA" 


Wohlreich & Anderson 
Ltd. 


55 JOHN STREET 


NEW YORK, N. Y. 
DIGBY 9-3020 





UMBRELLA, 
ANYONE? 


Not for rain but for that horri- 
fying phrase, "That is not cov- 
ered.” 


You can backstop a client's 
Liability Program with a contract 
which will fill all the gaps. 


CARE, CUSTODY, CONTROL 


OCCURRENCE "P.D." 
CONTRACTUAL 
SLANDER 
LIBEL 





Send me full information on “Um- 
brella Liability.” 


Name 





Address 








City 


Phone 





Mail to "WANDA" 
55 John Street, N. Y. C. 


“Wanda solves your problems” 
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Benisch on Advantages, Problems of 


Agency Mergers and Purchases 


Syracuse, N. Y., May 4—Mergers, con- 
solidations and purchases of local agencies, 
their problems and advantages, were dis- 
cussed today by Abner Benisch, CPCU, 
member of the agency of Jay, Schlesinger 
& Benisch of Newark, N. J. He presented 
many ideas and recommendations to those 
at this convention. They follow herewith: 

Let’s forget the older agent who wants 
to retire, his needs and reasons are ob- 
vious. Let us consider the owner of 
Agency X—a man in his middle forties 
or early fifties, doing about $200,000 
with two or three employes. Why 
does he find a need or a reason to 





\BNER BENISCH 


merge ?—Let me list the valid reasons 
in the order of their importance. 


Reasons for Mergers 


1. Need and a desire for a better busi- 
ness operation. 

A. Stimulation one gets from 
business associate. 

B. The broader area of knowledge 
(two heads are better than one). 

2. Knowledge that the efforts of a life- 
time will not be wi sted at death. The 
security that the family will be protected 
by a fair price funded with life insurance 
under a valid buy and sell agreement. 
This is extremely important to the in- 
dividual agency operation. 

3. Opportunity for free time and vaca- 
tion. 

4. Need for trained office help under 
conditions that prevent the slow training 
required or the personal ability of the 
owner to trai n pe ypl e, 

5. Need for better 
company outlets. 

6. Hope for increased 

Are these valid 
merging ag pencies 
There are six 


a good 


and/or increased 
profits. 
considerations for 
Of course they are. 
general partners in the 
firm of Jay, Sc Slestne er & Benisch. We 
also operate three corporations with in- 
terests different from the partnership, 
and a life general agency as a separate 
partnership, All of these businesses are 
housed in the same office, there is com- 
mon use of some personnel, and the busi- 
have continued to grow. Since 
1957 we have effected two mergers, one 
purchase, and have had one separation. 
It is much easier to get married than 
it is to be divorced, and less expensive. 


Situation Calling For Merger 


nesses 


The owner of the 


he Mae X Agency over a 
period ot the 


last few years has found 


a common interest with one of his com- 
and somehow they always seem 


petitors, 





to end up together at and after agents 


meetings they attend. 


When they have 


capacity problems, they help one another 


out, 


and there has grown up a sincere 


desire ‘to discuss problems. They both 
trust one another and feel free to dis- 
cuss their problems and they mutually 
respect one another. They share some 
accounts, and ‘have large mutual social 
contacts. These agencies are similar in 
size, one is about 75,000 to 100,000 dollars 
a year larger in premium volume. This 
desire to merge might be on both their 
minds, but until one of them proposes, 
nothing will happen. 

Mr. X decides his future as a sole 


operator is limited. He is extremely 
ambitious and aggressive, and wants to 
become larger. He thinks that with a 
$500,000 agency, he will be able ‘to handle 
larger lines and have better company 
outlets. After the next agent’s meeting, 
he gets his friend, Mr. Y, and over coffee 
explains that he has been thinking of 
merging, and there is no one he would 
rather be with than ‘Mr. Y. What does 
he think about it? After some additional 
talk, they agree to think about it and get 
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Compare these U profit bui 
see for yourself why “ 





























will assist you in the retention of renewals and in the reduction of fiat cancellations. These cred- 
its are applied against the first payment on renewal, thereby providing continuous protection. 


«» Reduces Insureds’ Balances — You no longer need to advance premiums for your 
insureds, a down payment will place them under the plan. 


Offers Variety of Plans—You are able to offer your insureds the type payment plan 
best suited to their financial needs—monthly, quarterly, or annually. Custom-made plans 
will be developed to meet special requirements. 


=» Full Commissions Available — You receive entire commissions on ‘Home’ policies upon 
acceptance of agreement. 


« Increase Sales—Low-cost budget plans providing small and convenient payments will 
enable your insureds to purchase more insurance protection. 


Thico Takes Over Collections — You are relieved of collection and bookkeeping detail 
after you collect the down payment under the initial agreement. Thico collects all subsequent 
payments, including first payments on renewals, new policies and additional premiums. 


« Simplicity of Operation—A simple Premium Payment Agreement is all you are 


required to prepare initially. Complex forms are. eliminated and clerical detail minimized. 
Easy-to-read rate tables provide all payment information. The premium amount is all you 
need. The tables do the rest. 


THICO is a great door-opener 


a great sales closer—USE IT! 
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is a better “WAY-T0-PA 


Protects Renewals — The credits developed under Thico’s continuous level-payment plans 
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nely together after the next month’s meeting. penses for some period of time. By this public, or an actual merger Mr. X and 
s to After several preliminary talks, they method the personnel as well as the Mr. Y are ready to go ahead. 

hia agree that it would be worth a try, and owners would start to get used to one The discussions start all over again, 
ndle after discussing it with the lawyers and another. This would be no mixing of and after settling the minor details, such 
any accountants, the following pattern devel- business, but, of course, nature would as professional help, name, and whether 
ing, opes: take its course, and problems would be to incorporate, or become a ag 3 goin 
ffee mutually discussed. Office staff would the actual operating plan is laid out. 


Pattern of Merger 


r of go to lunch together, and ideas would How should it be done. It was agreed 
ould Mr. Y will move his agency to Mr. begin to flow back and forth. Assuming that— 

loes X’s quarters, and they will work as_ this trial marriage period is peaceful, 1. There should be no general sharing 
onal separate agencies with separate payrolls, there are two steps which can be fol- of income. By this technique, we hope to 
get personnel and separate operating ex- lowed, a period of consolidation made avoid the conflict that arises when one 



































A FACILITY OF THE HOME INSURANCE COMPANY 


ROCKAWAY PARK, NEW YORK 


I think the THICO PLAN is un- 
doubtedly the finest plan in our 
business. Also’ I definitely believe 
it’s a mighty fine sales tool. 


BALTIMORE, MARYLAND 


THICO has excellent salability and 
affords great pliability when ar- 
ranging method of payment. It is 
far superior to any other company 
premium payment plan. 








TUCSON, ARIZONA 


I like the PLAN and intend to use 
it. I’m pleased to note that The 
Home is providing this type of 
merchandising service. It’s gratify- 
ing to know that our leading Com- 
pany will be ahead of the field. 


NORFOLK, VIRGINIA 


THICO PLAN will find a good 
deal of success here in Virginia. 
You have so many unique features 
in your plan, so many additional 
benefits, I’m sure it will be a great 
success. 





. MILLER GeorcE H. WaRE 





CLEVELAND, OHIO 


THICO has helped us pick up 
whole accounts which had previ- 
ously been divided among other 
agents. We were quite enthusiastic 
when we heard about it, but after 
using it, all we can say is that it’s 
terrific! 


COLORADO SPRINGS, 
COLORADO 


THICO PLAN isa wonderful thing 
to offer our clients and will increase 
our volume of business substan- 
tially. We also feel it will be a big 
help in relieving pressure on our 
accounts receivable. 





Rosert K. WIzxIs 











The FIOM Sn oer 
Property Protection since 1853 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 








principal feels responsible for the larg- 
est production. This is still a production 
business, and with common sharing, it 
soon creates a feeling that one principal 
is carrying the other. 

2. All business should be identified 
with regard to the producer and its 
source. 

3. Both principals would be responsible 
for servicing of all accounts in the ab- 
sence of the producer so that the clients 
would identify the principal as one firm. 

4, All personnel would work on all the 
business without regard to the producer. 

5. Operating expenses would be shared 
proportionately to the volume, with due 
consideration given to type of business 
or jumbo account. 

What has been accomplished? We 
have provided a vehicle where individual 
incentive will be rewarded. We have af- 
forded a means of continuity to these 
agencies. We have enabled them to 
improve their operations because of 
shared expenses enabling them to have 
better personnel and equipment, and we 
hope the final result of these changes 
will result in greater opportunity for 
larger profits. 


Purchase of an Avency 


Let’s turn to the purchase of an 
agency, Certainly we have ree ad the 
rule of thumb about 1% or 2 or 2% times 
the commission income as a fair price, 
and we have all read about the need for 
caution in valuing an agency with re- 
gard to jumbo accounts. I would like 
to give you some ideas about working 
out a purchase agreement itself. 

First, a ‘thought about five year in- 
stallment fire premiums. With large 
amounts of fire business being written 
on the five year installment plan, a pur- 
chaser can have some reasonable sure- 
ness that this business will remain on 
the books at least until expiration be- 
cause of the price advantage. This gives 
the agency purchaser an excellent idea 
of what fire income he can reasonably 
count on. A carefully written purchase 
agreement will enable him to acquire 
these fire commissions so that tthe dol- 
lars of commission from this business 
will come to the purchaser free of income 
tax, and therefore enable him to pay for 
the purchase in a shorter period of time. 
Actually, if the agreement indicates 
that the purchase price for these install- 
ments is simply an exchange of capital 
ithen they have not been purchased at 
all, but simply exchanged dollar for dol- 
lar or some ratio of dollar for dollar. 


Shifting Part of Tax Burden 


While italking about collecting these 
commissions gross, I would like to point 
out that the purchaser of any agency 
must carefully consider ithe fact that a 
part of the purchase price will be paid 
for with after tax dollars. This of course, 
means that the period of payment is 
either longer than anticipated, or the 
purchase price if calculated on a gross 
commission income basis, is greater than 
originally anticipated. 

An excellent idea to overcome this 
obstacle is to have the former owner 
on the payroll for some period of time 
and in that way some portion of the 
purchase price can be deducted by the 
purchaser as an expense of doing busi- 
ness, thereby shifting part of the tax 
burden to the seller. 

It is extremely important to have an 
understanding with the present em- 
ployes so that one can be assured of 
their loyalty and the fact that they will 
continue with the new owner. If it is at 
all possible, any production people should 
be given employment contracts so that 
they have the same feeling of security 
with the new owner, as existed prior to 
the purchase. 

This gives the purchaser the knowl- 
edge that he will not find competition 
from the people who ‘have been familiar 
with the accounts for some period of 
time. It is essential also that the pur- 
chaser of the agency reé ach agreement's 
with the companies in the agency before 


(Continued on Page 23) 
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Resolutions Institute for Safety O) € 
oo ‘ “Whereas, the high accident toll on : 
(Continued from Page 1) the highways continues to cause con- 
| KL Bataviz Phili siderable concern on the part of all citi- 
larry own, Batavia, and Philip J. zens, and, whereas, the National Asso- 
ag eons only i “] ‘ ciation of Casualty and Surety Compa- 4 
Resolutions dealing bee various nies has made its facilities available to 
phases of safety eat automobile insur- and joined with an all- -industry commit- 
ance were the following: tee, known as ‘Institute for Safety,’ for Insvrance 
Merit Rating Plan Sought the purpose of making a total effort to re 
"Wksrene the National Baréen of combat the highway accident problem, Yfices of 
Casualty and Surety Companies has re- se it resolved, that this convention Hall 
cently inaugurated a merit rating plan 8° © record as commending action A 
for automobile liability insurance, and OCUF companies in this important wor & 
this plan has been placed in operation and recommend to the accident, preven- ALL FORMS OF INSURANCE— 
7 , tion committee of our association that 
in a limited area on a test basis, be it . W 
resolved that this convention go on rec- they make contact with the ‘Institute eNs WORLDWIDE 
ord commending the National Bureau !° Safety’ and offer facilities of their 3 Established 1889 
for the forward thinking in formulating COMMMETICE to assist and "8 gee — : 10 PLATT STREET, NEW YORK 38, N. Y. 
this plan, that they be urged to make Program in any way possible on the = 
further study of this underwriting pro- State a lens iene = MONTREAL, CANADA 
cedure and requested to make a similar urvey on Nee anges 
plan available to the State of New “Whereas, it is apparent to all con- NEWARK, N. J. HAVANA, CUBA 
ork ; cerned agents that there are many Member, New York Assn. of Insurance Agents, Inc. 
Problem of Young Driver changes occurring in our industry, and 7 
“Whereas. the driver under age 25 whereas, it is increasingly evident that See io} 
waa . Reg SRE hese changes will necessitate adjust- 
operating on the highways of New York ‘tes pei. yaaa : . issi ‘ iscussi i - a or ane 
a 8 cca enn we eer inten aenie within the agents’ area of opera- Commissions came under discussion doing for me in this commission con- 
eo ne act . Gnest prom | tion, today on national and state levels with troversy?’ The answer is, of course, that 
or tod val eg scene tine” aattotea “Be it resolved that the incoming Mr. Ellis; Craig Thorn, Jr., Hudson, the matter is receiving the utmost pri- 
<a canara IES gape underwriting President be instructed to appoint a and Arthur L. Schwab, CPCU, Staten  ority and attention trom each of us 
as pre: i study group and this group be given the Island, participating. The last two are On_ the national level, the NAIA _ ha; 
within the past two years, had another 


problem to the automobile insurance 
industry, 
3e it hereby resolved that the Com- 
missioner of Motor Vehicles be requested 
to make a study of the motor vehicle 
statistics produced by this class of oper- 
ator, and make any recommendations 
necessary to improve the problem relat- 
ing to the driver under age 25.” 
Assigned Risk Plan 
“Whereas, excessive losses which the 
insurance companies writing automobile 
liability and property damage insurance 
have sustained for several years has 
compelled a conservative attitude in un- 
derwriting this class of business and 
caused considerable confusion in the 
production of the business to the detri- 
ment of the public’s interests; 
“Whereas, the necessity for all li- 
censed automobile owners to purchase 
automobile liability and property damage 
insurance under the requirements of the 
compulsory automobile insurance law 
makes it necessary for many automobile 
owners with accident records to obtain 
their insurance from the Assigned Risk 


Plan, * * * 

“Be it resolved, that the New York 
State Association hereby petitions the 
Superintendent of Insurance of New 


and favorable 
consideration to a plan which would 
make for a more favorable loss ratio 
within the Assigned Risk Plan, to wit: 

“Increase the premium rate for the 
initial policy and further increase the 
present schedule of penalties in order 
that the business written by the As- 
signed Risk Plan would produce a pre- 
mium income more commensurate with 
the high loss ratio which now develops 
from the present inadequate premium 
rates.’ 


York to give immediate 


task of making a survey of the member- 
ship of this association, such a survey 
to be based on the ten points contained 
in the “yo entitled ‘Plan for Survival,’ 
by Lionel S. Frank, and that this study 
group then be requested to study, pre- 
pare, publicize and be guided by the 
results of this survey.” 

Mr. Frank’s talk appears elsewhere in 
this issue. 

A popular highlight of the closing 
session of this convention, attended by 
close to 900 agents, company representa- 
tives and ohers, was a “Meet the Press 
Panel,” at which members of the insur- 
ance press questioned such leading 
figures as Insurance Superintendent 
Thomas Thacher, Motor Vehicle Com- 
missioner William S. Hults, Jr., Senator 
Lawrence M. Rulison and Porter Ellis 
of Dallas, Tex., member of the executive 
committee of ‘the National Association 
of Insurance Agents. 

The last named made a well consid- 
ered defense of the NAIA’s position 
against use of continuous policies and 
direct billing by insurance companies. 
While the NAIA has held this position 
several years some speakers at this con- 
vention as well as others around the 
country have in recent months suggested 


these functions could better be per- 
formed by companies in the interest of 
economy. Mr, Ellis said he not only 


supported the NAIA position as a mem- 
ber of its official family but also because 
he personally believes agents should re- 
tain control of these duties. Mr. Ellis, 
a CPCU, is considered one of the most 
intellectual figures in agency ranks and 
his views are widely respected. 

Replies of others on the panel to im- 
portant -questions will be published in 
succeeding issues. 
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Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 


26 rue du Lombard, Bruxelles, Belgium 



































past presidents of the New York Asso- 
ciation. 

As purely 
Ellis said: 

“1, The subject matter of commission 
to be paid to an individual agent is a 
matter of private contract between that 
agent and any company he desires to 
represent. 

“2. The rate of commission to be paid 
to an individual agent should be predi- 
cated on their experience, their knowl- 
edge of the business, but most impor- 
tant, the services which they provide 
both to their policyholders and to their 
companies. 

“3. Even if it were legal to do so, I 
would never relinquish my right to nego- 
tiate my commission schedule to any 
association. 

“4. While recognizing the economic 
facets involved in the subject, I do not 
believe that the rate of commissions to 
be paid to an agent should be influenced 
by whether a given classification of 
business is profitable or unprofitable. 

“Whether you call it ‘production cost 
allowance’ or ‘acquisition cost allowance,’ 
where the Bureau has filed a reduction 
in these factors, the effect is the same, 
a reduction in commissions in most in- 
stances,” said Mr. Ellis, “The spokes- 
men for the Bureau have been very 
careful to point out in all of their dis- 
cussions on the subject they are not 
discussing commissions and the subject 
of commissions to be paid any agent is 
a matter of private contract between 
agent and the company involved,” Mr. 
Ellis stated. 

NAIA Activities 


“Throughout the country today the 
officers and directors of every local, 
state and even the National Association 
are being confronted by the question 
from members of ‘what is my association 


personal observations Mr. 


special committee on commission which 
the annual 


report was presented to 
meeting in October, 1958, in New Or. 
leans. After due deliberation, the policy 


of the NAIA on this subject was _ no 
changed, leaving in effect the policy 
adopted in 1951. In addition, during the 
past six months, we have had a special 
committee on acquisition cost allowance} 
which presented an interesting report to 
the midyear meeting of the nation 


board of state directors in Phoenix last? 


week.” 
Schwab on Legislation 


reviewing commission problem; 
York State Mr. Schwab said 
that “whether we like it or not ow 
commission is very definitely tied w 
with the legislature and with the ad- 


After 
in New 


ministration of the legislation whicl 
they pass. 
“Without going into any detail on 


the pros and cons of the acquisition cos! 
legislation, this legislation was designed 
with one purpose in mind and that was 
to require that the rating organizatio! 
present some reasonable data to suppor 
any change in the acquisition cost for 
mula and to require that the Superin- 
tendent not accept any arbitrary change 
in acquisition cost percentage until he 
was convinced that the supporting dati 
provided in the over-all average reason: 
able compensation to the independen! 
agents and brokers 

“If I were to be rash enough to pre’ 


dict, I would say that the trend oj 
legislative control in our business, in 
cluding the question of rates and ow 


portion of‘that rate, will increase rather 
than diminish and therefore it behoove: 
us to see that the legislature under} 
stands the benefits to the public whicl 
flow from a strong and adequately com: 
pensated agency system.” 









ri 


- 











REINSURANCE 


LONDON * 
VANCOUVER MONTREAL 








OFFICES LIMITED 
116 JOHN STREET, NEW YORK 38, N.Y. 


PARIS © 





TORONTO 
MEXICO CITY 


SYDNEY ry 
SAN FRANCISCO 




























8, 195 


May 8, 1959 







THE EASTERN 
UNDERWRITER 





















































New York State Association Of Insurance Agents At Syracuse 
arene President Brewer Sees cag Range ARERR I = a fs us AWARDS AND CITATIONS 
a 
Some Problems Easing Rhodes Trophy to Russell; Schenectady 
Gets London PR Trophy; Hawes THE 
| OWN RATES FOR ASSIGNED RISKS OE on 0 PROPERTY 
i [he Rhodes Trophy went to John F. INSURANCE 
P z " P Russell, Broome County Association, 
Sees io ot P second al . oo Binghamton, as outstanding local board pnd 
zx president. 
Proves Effective The New York State Association Mem- ARE BUILDING 
: Syracuse, May 4 — Achievements of bership Trophy went to Insurance FOR 
New York State Association during the Agents Association of Monroe County THEMSELVES 
< ¢ a ne ee . jee i 
past year, and problems awaiting action pi be Dade pune ong President Theo- 
ad highlighted report of the administration TI bates tec i GN E 
iven by President Herbert S. Brewer «ie two adverusing awards went to 
coday. Tia. ‘scanuld tie ‘Gale ‘eieett ‘catia Chenango County Association and given 
0 on pre li ability insuré ance pare to Maurice S. Ireland, president, of Nor- INSURANCE COMPANY OF NEW YORK 
ies cae Siti pr rm Culiferais by wich, and to the Amsterdam Board of Ae beheaded 5. 

A ae le Baresu of Castalty Vaden Underwriters, E. Clark Devendorf, sec- ean 
writers, if it works may be used in other remy eee ‘ weekly entertainment expense, are all 
states later on this year. The test model onorary membership was given to _ ultra-conservative figures. The survey is 
in California, he said, incorporates ideas Louie Hawes, Rochester, recently retired, indeed representative.” 
presented by the National Association highly popular, _— time — anal 

a : eee tary oO onroe County Association. 
' and the New York State Association. gare ate : er eee ° 
One problem involves the assigned i rhage agg con inten Be 4 Benisch on Mergers 

oe risk plan, particularly financing of pre- grat Bane cy ered bb anee epee bap. (Continued from Page 21) 
miums, and “our members have been at the banquet for his extensive service ss 

on yee warned to avoid advancing premiums a pene acaae 9 bl; I the purchase, and realize that these com- 

rse, that : 1e London Assurance public rela- anies are willing t ti the busi- 

. unless they have power of attorney from . i : : pamies are wiling to continue tine busi 
~~ pri clients to use finance plans. This situa- HERBERT S. BREWER pes go A pega bop eee ness relationship with the new man- 

IA Re: tion is still unsettled as each company Aewadiaiiin sueciaed taco Pit agement. : . 

pe apparently handles it own policies in its by the Eastern Underwriters Associa- “~~ cIVe adle . I have a case in point, where a partner 

: ola own way as long as they conform with tion. The New York Fire Insurance left an agency, took with him certain 

one plan rules as to cancellations, ete. Rating Organization also advises that A ene Profit Curve substantial accounts and then found to 
on Or. “In the near future the assigned risk chances are excellent for one rule book y y his dismay, that one of the companies 

“ olic plan will come up with rates based on for the entire state.” (Continued from Page 18) writing these accounts was unwilling 

ah na their own experience, rather than using Membership Now 2,100 ; to afford him an agency relation, and in- 

sole the manual rates, plus surcharges.” ore a agent avérages a weekly salary allocation sisted upon cancelling the business be- 
ec the Siciiiaes ta Dien. Pett Membership in the New York State factor of $98, while the half-time pro- cause of the fee'ing that there would 
seed P } } Association now stands at 2,100 agencies ducer averages just $49 weekly. be no future in remaining with these 
werent On work of the fire committee Presi- Mr, Brewer revealed. During the year “The individually listed expenses in accounts. ; 

‘ ae tl dent Brewer said that “matter of liberal- 120 new members were added. In con- this profit and loss statement applicable It is a good idea to continue the name 

tation izing rates on light fire resistive con- clusion he stated: “Your State Associa- to the average New York insurance of a purchased agency, and if possible, 

c | struction in schools is under study with tion has passed through a most trying agency are extremely reasonable. It amend it to include the name of the new 
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the possibility that a separate organiza- 
tion, similar to the Factory Insurance 
Association, will take over in this area. 

“Uniformity of forms has been a 
major project and is being worked on 


year of reduced commissions, lack of 
market and uncertainty in many areas. 
Recent events indicate that the future 
holds promise of easing up somewhat 
for the independent insurance agents.” 


might even be said that they are on the 


low side. For example, the average of 
$55 monthly rent, the $67 average 
monthly automobile expense, the $2 


average travel expense, the $10 average 


owner. Over a period of time, through 
the mailing of calendars and stationery, 
and advertising, the new ownership can 
become known to the extent that the 
take-over is gradual and accepted. 
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' New York State Association Of Insurance Agents At Syracuse 





County Board Company Conference 
Develops Ideas to Meet Competition 


4— Suggestions 
positions of 


Syracuse, N. Y., May 
for improving competitive 
local agents and their companies, based 
upon a conference of members ‘of the 
Orange County Association with com- 
pany representatives, were offered to the 
New York agents’ convention here today 
by Richard Wallace of Goshen. He urged 
a similar conference at the state level 
so that modifications in the system of 
operating can be found which are agree- 


able to producers and insurers. 
On auto liability insurance Mr. Wal- 
lace said the consensus was that a 


campaign of public education about high 
jury awards, a stiffer law enforcement 
policy and strict curtailment of juvenile 
drivers would be beneficial. The meeting 
also felt the increased limits table should 
be revised upward. 

“In our underwriting we must prepare 
ourselves,” said Mr, Wallace, “to allow 
our companies a_ greater — in 
decisions on whom to insure or become 
better underwriters ourselves. Statistics 
prove that drivers involved in a number 
of accidents, even though they are seem- 
ingly blameless are prone to have more 
accidents. Our company representatives 
pointed out that we are in a much better 
position to underwrite than they. New 
business unknown to us which walks in 
the door in general is not good business. 


Rating Surcharge Not Made 


” 


“Our thoughts included a more strict 
use of the preferred risk rating plan. 
We have noted many instances of people 
involved in accidents who are not sur- 
charged; our companies although entitled 
to it are not using the higher rates 
available to them. There are also in- 
stances of car owners switching com- 
panies and the new company not using 
the surcharge 

“Our principals. pointed out the very 
adverse experience on their assigned 
risk business. We concluded that some 
study be given to bringing assigned risk 


rates more in line with its experience. 
Our second category, that of the ex- 
penses other than claims, developed 
some interesting thoughts. We feel that 
we have a vast area in our expense 
factors where costs must be reduced, 
thus improving our expense factor’s 


competitive position and afford our com- 
panies a wider area in which to operate 
profitably,” said Mr. Wallace. 
“We have concluded we can 
mailing expenses by: 
“Reducing the weight of policies by 
the use of lighter paper and/or renewal 


reduce 


‘certificates. 


“Elimination of wasted the 
policies, 


“Mail 


space on 
policy jackets to agent so he 
can just insert new policy into jackets. 

“Better sorting of mail so that more 
is placed in one envelope. It was pointed 
out by one of the companies represented 
that while this is a good idea, it is not 
practical unless the saving in postage is 
sufficient to offset the additional help 
costs. 


Use of Standard Forms 


“Use of standard NBCU forms for 
casualty policies similar to the arrz ange- 
ment in use for fire. On this proposition 
it was demonstrated that filings such 
as that for the auto policy are for 
minimum requirements, hence each com- 
pany has the option of making its policy 

1 little broader. Therefore their various 
<P ate ere and forms may necessarily 
be different. We still feel that there is 
an area for saving and greater efficiency 


if the companies would get together and 
ste andardize their forms. 
“Earlier payment of balances. It has 


been pointed out to us that one leading 
company could make an additional $900,- 
000 per year in investments were it able 
to collect from agents 30 days sooner. 


One ones 4 representative felt that if 
we were to pay our balances in 30 days, 
we would be paying before the company’s 
records would show what we were paying 
for. He felt that payment somewhere 
between 45 and 60 days was sufficient. 
We therefore have concluded that pay- 
ment should never be extended past 60 
days and that serious consideration 
should be given to moving that up to 
45 or 30,” Mr. Wallace stated. 

“A subject allied with the time we 
take to pay is the flat cancellation 
problem. We were shown that the flats 
do run higher than the recent survey 
taken by the NAIA showed. One large 
company’s service office showed the 
figure to be around 10% to 14% on not- 
takens. 

Direct Billings 

“Various forms of company billings 
and direct billing were brought up by 
us and discussed with the companies. 


The conclusion was reached that our 
present system is an expensive method 
of accounting, a result of excessive dupli- 
cation and inaccuracy. We feel we must 
accept some form of company billing 
which could be worked out on an effi- 
cient and acceptable basis. 

“It was also mentioned that certa:n 
companies furnish their agents with the 
prepared invoices, follow-ups etc. along 
with their policies. Apparently this has 
worked successfully and is worth consid- 
eration. We of the Orange County 
Agents Association are not completely 
sold on direct billing. Our fear is that 
we run the risk of losing contact with 
our assureds. However, we must admit 
that probably this is the cheapest wav 
to get the money in,” Mr, Wallace told 
the convention. 

Contingents 


“We wondered if some sort of contin- 
gent arrangement could not be devised 
whereby we agents could accept a lowcr 
initial commission, but share in the 
profits for good underwriting and effi- 
cient operations in our agencies. One 
of our principals pointed out that there 
are serious pitfalls in this arrangement. 
An agent with a comparatively small 
volume or a little bad luck could have 
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his profit wiped out and not have suffi- 
cient reserves to stand it. However, 
because of the incentives involved we 
agents feel this idea worth consideration. 
Cheap2r Policies and Renewal 
Certificates 


“We suggest companies use cheaper 
and lighter paper for their stationery 
and policies. We further agreed and do 
strongly propose that we institute con- 
tinuous policies and renewal certificates. 


This should result in great savings— 
our competitors do it. 

“We believe free lunches and cock- 
tails of which we are the recipients 


should be curtailed. We also think that 
many of us are guilty of abusing the 
privilege of calling the company collect. 
Our companies agreed on this and 
pointed out that many of these calls are 
made because we agents either do not 
know something we should know or 
have originated mistakes which we 
think must be cleared up in a hurry 
by a collect call. 

“Companies are carrying agencies with 
too small a volume for profitable admin- 
istration. This not only applies to small 
part-time agencies, but to larger agencies 
which are doing too small a volume with 
a particular company. 

“We were admonished to 
look at the small volumes of business 
many of us are accepting from small 
part time brokers; a great deal of it is 
bad. In addition to its substandard 
calibre we are wasting our time adminis- 
trating it when we should be developing 
our own accounts on which we get a full 
commission. We agents concluded that 
the companies were right,” said Mr. 
Wallace. 


take a long 


Public Relations 


“We suggested that providing agents 
with the privilege of issuing drafts 
would be beneficial to our public rela- 


tions and also save the company the 
expense of issuing them. This was 
answered by a company representative 


who demonstrated that an agent cannot 
issue drafts as cheaply as a clerk in a 
company office. Therefore it would not 
be beneficial from a cost point to the 
agency system. However, we contend the 
idea had merit. Another objection raised 
is that some companies feel that since 
they can not trust all of their agents with 
drafts they do not want to discriminate 
by giving the privilege to a few. 

“We have felt that better trained 
adjusters, especially in the physical dam- 
age field, could save companies money. 
We know of instances when company 
hired surveyors feel they must reduce 
an estimate to justify their existence. 
Therefore the garages are prone to pad 
their figures to give the appraiser some- 
thing to knock off, 

“More efficient operations will reduce 
our costs; more good business will im- 
prove our loss ratios both of which will 
bring down our rates—that is what we 
are striving for! Our conclusion is that 
any local organization would benefit from 
frank discussion with their principals. 
Our state association should adopt meas- 
ures to embark on a plan, perhaps similar 
to ours, whereby we and the companies 
and the bureaus can sit down in a con- 
ciliatory atmosphere to work out ways 
and means of improving our competitive 
position.” 


Convention Committee 


Syracuse, N. Y., May 4—The local 
convention committee has done an 
excellent job for many years, without 
interruption, in handling registration and 
other details of New York State Asso- 
ciation conventions. Next year the Syra- 
cuse producers get a rest, for the con- 
vention will be held in southern New 
York State. Heading this local com- 
mittee is George W. Brenneman, with 
others being Carl A. Young, Thomas 
H. Munro, Charles F. Farrington, Irving 
L. Shimberg, Lewis F. Lighton and Harry 
K. Lown. All are from Syracuse except 
Mr. Lown of Batavia. 
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Mezey Asks Curbs on 
Broad Form Coverage 


BACKS BROADER DEDUCTIBLES 





Would Eliminate Mysterious Disappear- 
ance Risks, Also Coverage of Money; 
Seeks Warranty on Past Losses 


Syracuse, N. Y., May 4—An appeal 
that producers seek removal of mysteri- 
ous disappearance from broad 
form Homeowners policies and the per- 
sonal property floater, together with 
imposition of higher deductible to apply 
to all risks except fire and lightning, 
was made by Albert E. Mezey, president 
of Hoey, Ellison, Frost, Mezey, Inc., of 
New York City, ‘when he addressed ‘the 
local board forum here this morning. In 
an effort to curtail high losses on these 
broad coverages Mr, Mezey also sug- 
gested elimination of all coverage on 
money, and use of a warranty on past 
losses over a three-year period when a 
property owner seeks a Homeowner’s 
policy or PPF coverage. He would 
apply the same restrictons, as far as 
possible, to the new commercial prop- 
erty floater, which he feels is developing 
an excessively high loss ratio. 

“While the new Homeowners policies 
Nos. 1, 2, 3, 4 and 5 are waiting to be 
approved in our State of New York I 
have learned that they are now going 
to allow the public to purchase mys- 
terious disappearance under contracts 
Nos, 2 and 4 for a premium considera- 
tion,” said Mr. Mezey. “This will just 
add fuel to the fire, as you know that 
the Homeowners policy experience in 
1955 and 1956 was between 70% and 80% 
and that 60% of the premiums were 
written in the following six states where 
the loss ratios were as follows: Califor- 
nia, 91.7%; Illinois, 93.3%; Michigan, 
107% ; Ohio, 74.7% ; Pennsylvania 65.5% ; 
and in our own home state 76.3%. 

“IT have checked recently and found 
that the loss experience on the Home- 
owners C policies, nationwide, for the 
years 1957 and 1958 is running between 
80 and 90%. From these statistics you 
can appreciate that unless this contract 
is limited by excluding mysterious dis- 
appearance, it will continue to shake 
the foundations of our business in this 
field and keep our companies in the 
red from an underwriting standpoint. 


Evils Attending All Risk Insurance 





losses 


“Company management does not mini- 
mize difficulties surrounding all risk 
underwriting and acknowledges the large 
loss potential will inevitably bring disas- 
ter to our industry. The danger of 
automatically including all risk perils 
with loss potenials so great as to be 
actually uninsurable is the loss of a 
market for policyholders, poor public 
relations and disastrous underwriting 
results. 

“The approach I suggest is a name 
peril contract instead of an all risk 
contract which covers hidden and un- 
forseen losses and adds greatly to the 
loss developed by a book of business. 
There has been altogether too many 
maintenance gimmicks and give-away 
features packed into the policies for 
merchandising purposes alone. 

“This means that the management of 
insurance companies can make a very 
important contribution to the solution 
of the problem by insisting that cover- 
ages under package policies be corrected 
to cover the fundamental principles of 
insurance all of which would very 
definitely be in the public’s interest. As 
regards the economic aspects of all risk, 
particularly the ever increasing loss costs 
to the insurance industry, there is a 
call for immediate action from the 
producers and company management,” 
Mr. Mezey declared. 

“I would like to ask you to give sup- 
port to the suggestions that I will make 
and have your voices heard individually 
by the thousands of brokers and agents 
in our state to avoid a recurrence of 
retrenchments, eliminations and poor 
public relations in connection with the 
Homeowners and_ personal property 
floater policies. The recommendations 









































ALBERT E. MEZEY 


that I propose will go a long way to 
correct the conditions that are causing 
the trouble in connection with the 
Homeowners C policy, the proposed 
No. 2 and 4 policies and the personal 
property floater. 


Proposals for Improvement 


These are my recommendations: 


“1, Elimination of mysterious disap- 
pearance losses, 
“2. Higher deductibles with proper 


credibility to apply to all perils except 
fire and lightning. The credits for de- 
ductibies should be realistic and fair. 
The public has been oriented towards 
deductibles in collision, windstorm, auto 
fire and theft, inland marine forms, 
accident and health. 

“3. Elimination of all 
money. 

“4. The past three-year records of 
losses and cancellations should be made 
a warranty of the policy. These war- 
ranties should be on losses whether in- 
sured or not of the type of coverage 
under these contracts. 

“If you believe with me that we can 


coverage of 


accomplish these suggestions, it will be 
a guarantee that the brokers, agents 
and the companies can once again 


continue to write this form of insurance 
to the satisfaction of all and eliminate 


the giveaways and gimmicks which 
create high loss ratios with these 
features in the contract.” 





Frank of Dutchess County 


Backs Continuous Policies 
Svracuse, N. Y., May 4—Another agent 
to recommend continuous policies, re- 
newal certificates, direct billing and other 
means of reducing agency and company 
expenses is Lionel S. Frank of Beacon, 
N. Y. Speaking for the Dutchess County 
Association he told the local board forum 
this morning that agents must accept 
changes in insurance operations if they 
are to prevent more business from slip- 
ping away to independent insurers. 

In defense of direct billing he told the 
New York State convention that life 
agents have operated on this basis stc- 
cessfully for years and that “our ac- 
cepted budget plans now use direct 
company billing.” He feels that policy 
writing and collections will have to be- 
come company operations through use 
of automatic machines. Then agents 
can “return to our rightful place of 
selling and servicing.” 

Mr. Frank also suggests elimination 
of costly part-time agents, small volume 
agents who fail to create profits for 
companies, cutting down on free sta- 
tionery and miscellaneous supplies, care- 
ful watching of cancellations and pay- 
ment of commissions on a “merit basis” 
with agents, giving adequate volume with 
good loss records, receiving more than 
average payment. 





TO CUSHION THE BLOW 
When Trouble Strikes Abroad! 


Whatever your client’s business overseas—rubber in Malaya, 
coffee in Brazil or construction in Spain—it needs the best 
insurance money can buy. AFIA provides that type of protection. 


That’s because AFIA experts are specialists in foreign 
insurance. They not only have the skill and experience to pattern 
insurance to the specific needs of business, but they have 
up-to-date knowledge of world-wide conditions, continually 
supplied by AFIA’s 600 offices abroad. This is your client’s 
assurance that his protection will conform to local laws of the 
country where his risk is located. 


Be sure to discuss all foreign insurance problems with 
the nearest office of AFIA. It’s profitable business and quite 
simple to handle. 
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AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street ¢ New York 38, New York 
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An association of leading American capital stock fire, marine, casualty and 
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Asking Prospect Right Questions on 
Exposures Aids Sales States Jaffe 


A broker who has the knack of asking 
the right leading questions concerning 
exposures, knows how to get answers 
and can impart his knowledge to his 
clients, will certainly increase his busi- 
ness, stated Alfred I. Jaffe, president of 
Jaffe Agency, Inc., New York City insur- 
ance underwriters, before members of 
the Greater New York Insurance Bro- 
kers Association at the McAlpin Hotel. 

“You won’t sell a policy to meet every 
need,” he said, “but certainly the more 
questions you ask about his operations, 
the more situations requiring insurance 
you will uncover, and the more you will 
thus be able to sell. Altogether you will 
have put yourself on a solid footing with 
your client because he has seen you not 
only know your business, but are keenly 
aware of his.” 

Mr. Jaffe confined his attention to 
aspects of surveying and programming 
fire and marine coverages for the busi- 
nessman or property owner. He said the 
broker’s proposal may be a fully docu- 
mented survey or a simple memorandum 
delivered orally, or anything in between 
—and would be equally useful whether 
directed to new prospects, or used as a 
tool to upgrade present clients. 

He said that the most important point 
at issue in arranging fire and allied cov- 
erages is the amount of insurance, since 
virtually all coverages written locally 
have coinsurance requirements. If build- 
ings are owned and appraisals are more 
than three or four years old, a new one 
should be recommended. If the appraisal 
is more recent, he urged that it be up- 


dated by applying the proper increased 
construction cost factors. 


Getting Correct Values 


Machinery valuation for insurance 
purposes is most commonly inaccurate 
among smaller businessmen, Mr. Jaffe 
said. Book value is too often wrongly 
used as the determining factor. He 
recommended it be made clear that the 
formula for actual cash value is replace- 
ment cost less actual physical deprecia- 
tion—not book or tax—and with allow- 
ance for obsolescence where indicated. 
He urged that this responsibility not be 
passed to the client’s accountant, who in 
nine cases out of ten will only go back 
to book value. 

Coming to crime cover, admittedly not 
a fire or marine cover but more like it 
than third party cover, Mr. Jaffe dis- 
cussed fidelity or “dishonesty” insurance, 
which he considers most important in 
the crime category. Yet it is the least 
bought and hardest to sell except among 
the larger corporations. “If you want to 
be 100% conscientious,” he said, “you 
shouldn’t® allow your client to consider 
any other crime cover until this is pur- 
chased in adequate amount. Obviously, 
you cannot force the issue, but you cer- 
tainly should be vocal about it.” 

As for coverage-buyers rather than 
price-buyers, Mr. Jaffe feels money and 
securities broad form should have prefer- 
ence over holdup and safe. But where 
the client simply won’t meet the cost 
of this, he suggests a compromise by 
addition of a money destruction endorse- 
ment to inside holdup policies. 





Walsh President of 
Richmond County Agents 


The Richmond County Association of 
. Local Agents, Inc. held its April lunch- 
eon meeting at The Meurot Club, St. 
George, Staten Island. John J. Freeman, 
Jr.. New York Fire Insurance Rating 
Organization, discussed the changes in 
the business interruption form insurance. 

Election of officers was held and the 
following named: Thomas J. Walsh, 
president; Roy Cutter, vice president; 
Howard F. Bowe, treasurer. Annette C. 
Cirbus was re-elected secretary. Harold 
Matthius was elected a director. Dele- 
gates to the Suburban Association of 
Insurance Agents are Thomas J. Walsh 
and Samuel Meyerson. 

Howard F. Bowe, program chairman, 
reported that the club’s annual golf 
tournament will be held May 27 at the 
Richmond County Country Club. The 
club will participate in the Home Show 
being held at Pier 6 from May 23-31. 

Allan C. Bentsen, outgoing president of 
the local club, presided. The next meet- 
ing will be May 29. 





Mountain Fieid Club Meets 


The May meeting of the Mountain 
Field Club will be held at noon on May 
18 at Manchester Country Club, Man- 
chester, N. H. The casualty committee 
will present a class on the storekeeper’s 
liability policy, 








Iowa Agents Election 

Raymond J. Connable of Keokuk was 
elected president of the Iowa Associa- 
tion of Independent Insurance agents 
at the annual meeting held in Cedar 
Rapids. Lee Miller of Cherokee was 
named vice president and Cyril Friedman 
of Dubuque treasurer. E. Stewart Ulrich 
of Des Moines was renamed secretary 
manager. Named to the executive com- 
mittee were Earl Holz of Ames; Clark 
R. Caldwell of Iowa City; Carl Ober- 
mann of Ottumwa, and Richard Gross- 
man of Marshalltown. 





Crosby Buys Drake Agency 

The Crosby Insurance Agency Co., 717 
Madison Ave,, Toledo, Ohio, has pur- 
chased the Frank B. Drake Insurance 
Agency, formerly operated by Frank B. 
Drake, at 5934 Secor Road, Toledo, 
Howard F. Crosby, president, announced. 





POTTS, PETERSON RETIRE 

Two special agents in the Hartford 
Fire Insurance Company’s Western de- 
partment, Harry B. Potts of Cape Girar- 
deau, Mo., and Frank A. Peterson of 
Grand Rapids, Mich., have retired. Mr. 
Potts had for many years been special 
agent for the farm department covering 
southeastern Missouri. Mr. Peterson 
served as a special agent in Michigan 
from the time he joined Hartford Fire 
in 1921, 


SOCIETY COURSE FOR AGENTS 





Six-Week School Beginning July 6 for 
Producers Will Cover Forms, Agency 
Management, Manuals, Surveys 
Another six-week school for agents 
will begin Monday, July 6, according to 
an announcement by A. Leslie Leonard, 
Dean of the School of Insurance of the 
Insurance Society of New York. Those 
who will benefit from this course are 
newly established agents, employes of 
brokers or agents, producers who wish 
a broadening or sharpening-up of their 
insurance knowledge, institutional buy- 
ers of insurance, and especially these in- 
terested in entering the insurance field. 
This six-week course covers all forms 
of insurance as well as agency manage- 
ment, use of the manuals, risk analysis 
and surveys, sales techniques, and ad- 
vertising. In line with current merchan- 
dising trends a section of the course is 
devoted to life insurance. Personal lines 
are taught during the first three weeks 
followed by the more technical and com- 

plicated commercial lines. 

Classes meet five days a week from 
8:00 a.m. to 5:00 p.m. in modern, fully 
air-conditioned classrooms adjoining the 
School of Insurance administrative of- 
fices at 225 Broadway, New York City. 
Regular quizzes in addition to written 
homework assignments assure ithe in- 
structors a close check on the student’s 
progress. 

All sessions are taught by regular 
members of the faculty. Those interested 
in attending this program may apply 
to the School for scholarships which 
cover the entire $300 tuition cost. Since 
the registration in this class is limited 
to 20 students, applications for admission 
must be completed by Friday, June 19. 





Jewish Appeal Dinner May 18 


General Yigael Yadin, famed Israeli 
soldier and statesman, will be guest 
speaker at the United Jewish Appeal 
dinner May 18 at Hotel Astor. The 
dinner will also honor insurance men 
Harold Bart and Julius Beldner for their 
services to insurance and philanthropy. 
Harry R. Lea heads the General Insur- 
ance Division of UJA. 





Forum at Brooklyn Law 

Three lawyers, an estate planner and 
a public relations consultant were on the 
program for the fourth annual Brooklyn 
Law School Insurance Forum, April 30. 
Professor William S. Herrmann, Jr. 
chairman for the Forum made opening 
remarks, 

Other speakers were Jerome A. Man- 
ning, attorney and. iteaching fellow, New 
York University: “Long and Short of 
Insurance Trusts’; Arthur E. Schmau- 
der, assistant general solicitor, The 
Prudential and lecturer, Rutgers Law 
School, “Keyman Insurance in Deferred 
Compensation Agreements”; Joel Irving 
Friedman, attorney and chairman, sec- 
tion on wills, trusts and estates of the 
New York City Bar Association: “Stock 
Retirement Agreements Funded by Life 
Insurance”; Robert J. Lawthers, director 
of estate planning, New England Life; 
“Basic Planning Principles in Qualifying 
Life Insurance for the Marital Deduc- 
tion”; and John F. Moynohan, president, 
John Moynahan & Co., public relations, 
New York City, “Public Relations and 
Life Insurance”. 





LAKEVILLE AGENCY HONORED 

A certificate for more than 60 years 
of continuous representation of the New 
Hampshire Fire has been presented to 
The N. A. McNeil Company at Lake- 
ville, Conn. The presentation was made 
by Secretary Frank M. Fisher, who was 
accompanied by State Agent Hawkins 
and Casualty Manager ‘Muller. Accept- 
ing for the agency was [Manager Charles 
A. Fitts, Jr. Also present were J. Ken- 
neth Athoe and Ethel A. Thrall, who 
complete the present staff. 

This business was established by Nel- 
son A. McNeil in 1874. Mr. Fitts, Jr., 
who joined the agency in 1937, has been 
manager for 10 years. 
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Transferred to Home 


Office of Buffalo Ins. Co. 


In 1949, Mr. Marshall was appointed line 
adjuster at 80 John Street. 

Mr. Funke has been with The Trav- 
elers since 1938, joining the company 
as an adjuster at 80 John Street office. 
In 1952, he was appointed a line ad- 
juster there. He is a veteran of three 
years’ service with the Army in World 
War II and received his LL.B. degree 
from Fordham University Law School. 

Mr. Driscoll became associated with 
The Travelers in 1942 as an adjuster at 
the 80 John Street office and in 1952 was 
named a line adjuster there. He re- 
ceived his B.A. degree from St. Paul’s 
College. 


Horton Heads National 
Independent Adjusters 


Benjamin Horton, president, Horton 
Adjustment Co., Louisville, Ky., was 
elected president of the National As- 
sociation of Independent Insurance Ad- 


justers at the annual meeting at the 
Shamrock Hotel Houston, Tex., this 
week. 


Mr. Horton, who heads the largest in- 
dependent adjusting firm in Kentucky, 
was advanced from first vice president. 
He is a member of the Kentucky Bar 
Association, a past-president of the Ken- 


Underwriters Golf Assn. 
Tournament at Garden City 


The 1959 spring tournament of the 
Underwriters Golf Association of New 
York will take place May 22 at the 
Garden City Golf Club. Information 
about the tournament may be obtained 
from Ernest S. Winter, secretary-treas- 
urer, at 225 Broadway, New York 7, N. Y. 





tucky Chapter CPCU and a member of 
the American Association of University 
Teachers of Insurance. 








JOHN A. MacLEAN 


The Buffalo Insurance Co. announces 
transfer of John A. MacLean, manager 
of the midwestern department since Sep- 
tember 1957, to the home office in Buf- 
falo, N. Y. His Glen Ellyn headquarters 
are being closed but he will continue to 
supervise ‘Midwest operations from Buf- 
falo. 

His principal duties in the home office 
will be those of administrative assistant 
§to President Victor T. Ehre. Before 
joining the Buffalo Mr. MacLean had 
17 years’ underwriting and field produc- 
tion experience with the National Fire 
of Hartford in addition to which he 
served their Western department ‘Chi- 
cago office in varied administrative as- 
: signments. 








Adjusters Revise By-Laws; 
Hold Educational Forum 


The New York Association of Inde- 
pendent Insurance Adjusters held a 
special meeting at the Drug and Chemical 
Club, New York, April 22, for the pur- 
pose of hearing the first draft of the 
new by-laws and constitution of the 
Association. The meeting was attended 
by all the officers together with the 
executive committee and a_ grievance 
committee. In addition George Gross, 
counsel of the Association, also attended. 
Various changes and recommendations 
were made and these changes are now 
being made up. 

The Association also held its annual 
educational forum, moderated by Harold 
Daynard, of Daynard & Van Theuen who 
is the educational chairman of the Asso- 
ciation. During the meeting 17 multipart 
questions were submitted to a panel 
which consisted of the executive com- 
mittee and also George Gross of Powers, 
Kaplan & Berger, who is advisory coun- 
sel. The questions covered the fire, 
auto, inland marine and casualty sections 
of loss adjusting. The forum which is 
restricted to the members of the Asso- 
ciation was as in the past, well attended. 
The memberhip gave Mr. Daynard and 
the panel a standing ovation for their 
Participation in the forum. 





for several reasons... 


and ungrudgingly. 


our special problems. 





Promotion For Travelers 


John St. Office Adjusters 


The appointment of three supervising 
adjusters in the 80 John Street, New 
York City office has been announced 
by The Travelers Insurance Co. They 
are Gordon E. Marshall, William C. 
Funke, and Daniel J. Driscoll. They will 
e assigned to the liability department. 
Mr. Marshall joined The Travelers in 
1925 as an adjuster at Brooklyn and in 
1928 went to Mineola, N. Y. as a resident 
adjuster. He has served as an adjuster 
and line adjuster at the Brooklyn office. 












“We represent Atlantic and Centennial 


“We find that the Atlantic Companies have 
outstanding field men. They know their busi- 
ness and they have plenty of authority to 
act on their own. We respect them. 

**We like the Atlantic Companies’ size—big 
enough for financial strength, but not so big 
that my agency gets lost in the shuffle. We 
like their long record of paying claims fairly 


**Atlantic is flexible—a real ‘marine-oriented’ 
company, open-minded, ready to help solve 
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*“Most important of all, I suppose, is the 


combination that makes up the Atlantic 


competition.” 


Companies: Centennial, the stock company 
—and Atlantic, the quality mutual known 
for providing the services producers need. 
This combination has given me a real one- 
two punch in selling insurance—it’s helped 
me time and again to meet today’s tough 





Have one of our Special Agents come and tell 


you how our unique team—stock company 
and mutual company—can benefit you. Your 


inquiry is invited. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY e CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station « New York 5 


Baltimore - Boston - Charlotte - Chicago - Cincinnati - Columbus - Dallas - Denver- Detroit -Grand Rapids - Houston - Indianapolis - Los Angeles 
Milwaukee - Minneapolis - Newark - New Haven - New Orleans - Philadelphia - Pittsburgh - Portland - St. Louis - San Francisco - Seattle - Syracuse 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 

















Plan Major Electrical Code Changes 


Significant changes in the National 
Electrical Code will acted at 
the 63rd annual meeting of the National 
Fire Protection Association, to be held 
in Atlantic City, N. J., June 1-5. 
changes proposed would affect all types 


be upon 


The 


of properties including dwellings. 





The new code, when adopted by en- 
forcement officials, would require the 
Type S fuse—a “non-tamperable” fuse 


designed to increase the effectiveness of 


these safety sentinels of electrical cir- 
cuits. Effective January 1, 1961, this will 
apply to electrical circuits not over 125 
volts for use with fuses of 30 amperes 
or !ess. 

Another proposal affecting dwellings 
calls for receptacle outlets in kitchens, 
dining rooms, breakfast rooms, living 
rooms, recreation rooms and bedrooms 
to be installed so that no point along 


the floor line in any useable wall space 
is more than six feet from an outlet. 
Increased use of electrical appliances 
in homes has resulted in a proposed re- 
quirement of a minimum of two 20- 





10-Year Old Girl Wins 
Hartford Fire Gold Medal 


Kathy Mueller, 10-year-old Billings, 
Mont. school girl, has been awarded the 
Hartford Fire Insurance Company’s 
fourth Gold Medal for outstanding fire 
prevention deeds, President James C. 
Hullett announces. She is the first girl 


Kathy 


ever to receive the top honor. 
won the Gold Medal, part of the Hart- 
ford Fire’s nationwide public service 


Junior Fire Marshal Program, for avert- 
by rescuing three 


ing a major tragedy 
younger brothers from a fire at their 
home. 

The Hartford Gold Medal was pre- 
sented to Kathy by Governor J. Hugo 
Aronson in special ceremonies at the 
Montana State Capitol at Helena. She 


also received a heroine’s welcome in 
Billings, was honored at a special school 


assembly and was designated “Junior 
Fire Marshal of the Year” by Billings 
Fire Chief Sidney F. Morse. 


Peter Yegen, Jr., Hartford representa- 
tive at Billings who sponsors the JFM 
eg angy in his area, nominated Kathy 
for the Gold Medal Award. Mr. Yegen 
also participated in the ceremonies 
honoring the girl and presented Kathy 
with an “Honorary Fire Chief” certi- 
ficate. 





Miazza Anniversaries 
Business associates of James F. Miaz- 
at Dallas, Tex., were busy recently 


za, 
extending congratulations to him for 
three reasons: his 60th birthday anni- 


versary April 3, his 10th year as general 
manager of the southwestern department 
of the General Adjustment Bureau, and 
his 40th year in the loss adjusting busi- 
ness. The triple occasion, it was learned, 
also marked release of the GAB’s quar- 
terly magazine, “Know,” that featured 
Mr. Miazza. 

His early training as an adjuster be- 
gan in 1919 with the New Orleans Ad- 
justment Co., then headed by his father, 
J. F. Miazza, Sr. Later he became its 
manager in Shreveport and then was 
secretary in its head office. When it was 
merged with the GAB at the end of 
1933 Jim Miazza was named general 
adjuster and in 1935 became assistant 
general manager in Dallas, being ad- 
vanced to manager in 1949 


ARNOLD CHAIT, LTD., MOVES 

One of the oldest excess-surplus line 
brokers in the New York area, Arnold 
Chait, Ltd., has removed its offices to 
larger and more modern quarters at 
116 John Street, New York City. The 
firm has developed facilities in the Lon- 
don and South American insurance mar- 
kets. The firm specializes in excess and 
surplus insurance representing brokers 


and agents only. 








ampere branch circuits in kitchen, laun- 
dries, dining and breakfast rooms. The 
present requirement is for only one such 


circuit. 

There are some 60 other changes of 
intent in the proposed 1959 National 
Electrical Code, the entire text of which 
has been re-edited by the National Elec- 
trical Code Committee. New examples 
of how to calculate the electrical load, 
the number of branch circuits and the 


size of electrical feeders are also in- 
cluded in the proposed new code. 
This is of particular importance due 


to the more widespread use of air con- 
ditioning equipment, counter-mounted 
cooking units, washer-drier combinations 
and electrical space heaters. 

The complete text of the proposed 
code has now been published by the 
National Fire Protection Association for 
study prior to its annual meeting. Copies, 
at $1.25 each, are available from the 
association at 60 Batterymarch Street, 
Boston 10, Mass. 





Western Adjustment 
Supervisory Changes 


3en M. Butler, general manager of 
Western Adjustment and Inspection Co., 
announces three supervisory changes at 
Chicago and at the 
Kansas City, Mo. regional office. 
Harry K. Murray, regional supervisor 
at Kansas City, was appointed executive 
supervisor. His territory will be an- 
nounced at a later date. Mr. Murray 
was employed as an adjuster at Louis- 
ville, Ky. in 1949, 
E. L. Burkhardt replaces Mr. 
regional supervisor at Kansas City. 
Mr. Burkhardt was employed in No- 
vember, 1939, at the head office and 
assigned the following year to Daven- 
port, Iowa as an adjuster. 

J. M. Tinklepaugh assumes the title 
of manager at ‘Kansas City. He began 
his career. with Western in November, 


the head office in 


Murray 


as 


1940, at the head office and was assigned 
to the Kansas City office May 1, 


1941, 
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PRITCHARD AND BAIRD 
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Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 
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Fire Sentinel System 


A sentinel system for monitoring a 
distant warehouse for fire and unauthor- 
ized intrusion has been extended one step 
by an industrial firm to permit access to 
the facility on off-hours by remote con- 
trol. The result is somewhat of an after- 
hours automation of the time-honored 
watchman’s service, though a uniformed 
security guard calls the shots by code 
word from the main plant eight miles 
away. 

The time and cost-saving set-up, which 
makes use of telephone company leased 
lines bridging the warehouse and plant, 
is part of the 15-man industrial plant 
security system of Standard Pressed 
Steel Co., Jenkintown, Pa., handled by 
Pinkerton's National Detective Agency, 
nc 





Peerless’ Buffalo Asst. Mgr. 


The appointment of Max J. Marion, 
as assistant in Buffalo to George J. 
Lolisson of the Peerless Insurance Co. 
in western New York, has been an- 
nounced by H. R. Heneage, vice pres- 
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ident and agency director. Mr. Marion 
will assist in handling multiple line oper- 
ations, 

He came to Peerless from the Royal- 
Globe Group with whom he had been 
associated since 1946 in various capaci- 
ties, including field work in Upstate New 
York. 

Mr. 
gola, 
children. He is an Iowan by birth, at- 
tended the University of Minnesota and 
the St. Paul College of Law in Minne- 
sota and is a veteran of World War II. 


















ess-Surplus Brokers! 


A NEW MARKET, WITH OLD ESTABLISHED COMPANIES 


at South merica Managers, INC. 


Exclusive managers in North America for 


the Sud y Sul America Group—largest 
insurance combine in South America. Excess, 


surplus and non-admitted reinsurance. 


Marion makes his home in An-) 
New York, with his wife and twof 
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mpany Education 
Directors to Meet 


T SKYTOP, PA., ON MAY 12 - 15 


Emphasis Will be on Sales Training, 
Sales Psychology and Changing 
Scene; Full Program Given 


Emphasis will be on sales training and 
sales psychology at the annual meeting 
of the Insurance Company Education 
Directors Society at Skytop, Pa. May 
12-15, The Society is a national organi- 
gation primarily of company men who 
are actively engaged in the education 
or training of men for the property, 
ponding and casualty insurance com- 
ies. Approximately 150 men from 
companies, rating bureaus, adjustment 
and claim bureaus, and educators from 
colleges and universities comprise the 
membership. 

The present officers are: president, 
Louis Kortum, American Surety Group; 


president, David J. McGrath, Allstate; 
secretary-treasurer, G. W. Tisdale, Com- 
mercial Union Group. 

On the executive board in addition to 
the officers are: Past Presidents, William 
Moore, America Fore Loyalty Group, 
and M. J. Pierce, Standard Accident; 
Edward W. Brouder, Hartford Accident; 
John J. Leddy, American Insurance Co.; 
Paul A. Jordan, Great American, _ 

“Education Exchange” is a_ society 
publication edited by Davis T. Ratcliffe 
of the Insurance Society of New York. 
It contains articles on training aids, 
classroom procedure, curriculum evalua- 
tion and pertinent data concerning the 
educational trends within the industry. 

The annual meeting in May gives each 
member a chance to meet and discuss 
problems with men from all parts of 
the country. Authorities of national 
repute speak at these meetings and par- 
ticipate in the question and answer 
period. Demonstrations and displays by 
members illustrate what can be done and 
what is accomplished. 


Details of Program 


James W. Hutchison of the Home In- 
surance Co, is chairman of the program. 
Jack Lewis and Molly Pearson of the 
Lewis-Pearson Organization of Phila- 
delphia will discuss “Attitude and Per- 
sonality Development.” Henry F. Alder- 
fer of th Combined Insurance Companies 
of America; William L. Davis of the 
America Fore Loyalty Group, and Acis 
Jenkinson of the North American Com- 
panies will be the review panelists with 
the speaker team. 
Five concurrent workshops feature the 
afternoon session on the opening day. 
They are as follows: 
Agency training, Edward W. Brouder, 
Hartford Accident; Arthur C. Holmes, 
U.S. Fidelity & Guaranty. 
Underwriting training, Harold Marsolf, 
American Fire & Casualty of Orlando, 
Fla.; J. Wesley Welson, Zurich-Ameri- 
can, 
Loss and claim training, Robert L. 
Lusk, Mutual Loss Research Buredatt; 
Floyd Terbell, Mutual Insurance Insti- 
tute. 

Training trainees, Chester W. Higgins, 
American Mutual Liability of Boston; 
faerie M. Donaldson, Standard Acci- 
ent 

Decentralization of training, Robert 
C. Burke, Royal Indemnity; Arthur L. 
Brown, Allstate. 

Lorin K. Schoephoerster of Nation- 
ide is chairman of second day’s session 
on May 14. The morning’s program on 
‘Sales Psychology” is a discussion on 
multiple line sales survey. Dr. John 
Bickley of Ohio State University heads 
the panel for this subject. Richard A. 
ear, vice president, Psychological Corp. 
0} New York will talk on “Tools for 
Evaluating and Appraising the Man.” 
| The theme of the afternoon session 
is the “Changing Scene.” Fred J. Wells 
of Crum & Forster will moderate a ses- 
sion on “Guiding Self Development” with 
talks by Dr, Edwin Overman of the 
merican Institute for Property and 
Liability Underwriters, Philadelphia; Dr. 
Thomas Luck of the American Society 


m 








id 


for Chartered Life Underwriters, Phila- 
delphia, and William O. Cummings of 
the Life Insurance Agency Management 
Association, Hartford. 

Professor Carl L. Strong of Michigan 
State University and Arthur L. Brown 
of Allstate will demonstrate and tell 
about “Audio Visual Aids.” 

Herman J. Keck of the Fund Insur- 
ence Companies, San Francisco, is chair- 
man for the closing session on May 15. 
Workshop summaries will be presented 
and discussed. Gene Flack, sales counsel 
and director of advertising for Sunshine 
Biscuit, Inc., Long Island City, winds up 
the meeting with a talk entitled “Dyna- 
mite.” 


Fire Engineers Make 
Tour of New England 


President Pierce J. Connelly of the 
New York Chapter of the Society of 


Fire Protection Engineers, supervisor 
engineering department, Johnson and 


Higgins, conducted a two-day bus tour 
on May 4 and 5 to Cranston, R. I., and 
Norwood, Mass. 

The chapter program and arrangement 
committees were headed by Francis C. 
Evans and William Fassuliotis respec- 


tively. 

The group visited the Grinnell Sprink- 
ler Co. plant.in Cranston, and witnessed 
the manufacture of sprinkler heads, the 
pouring of valve castings, a transformer 
fire and were shown a film on the 
extinguishment of fire. by automatic 
sprinkler systems. 

They also visited the Factory Mutual 
Laboratories, Norwood, where J. M. 
Rhodes, director of engineering and lab- 
oratories, arranged lectures and demon- 
strations including fire tests and explo- 
sions. 
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Lloyd’s Confident of Future Despite 
Present Problems AMA is Assured 


of buyer’s market with all the unbridled 
competition and fierce price buying that 
that implies. 

Rat2 Increases 


Despite shrinking profits on business 
placed with London Lloyd’s the atmos- 
phere there is one of complete confidence 
in the present and future, David V. 
Palmer, vice president of Lumley, Den- 
nant and Co., Inc. of New York City, 
which has close connections with Lloyd’s 
and the London insurance market, told 
the Insurance Section of the American 
Management Association meeting in New 
York City this week. He said most 
Lioyd’s underwriters have seen the mar- 


ket go through tight periods several 
great concern 


times and there is no 
over current problems. 

He feels corrective actions on rates 
and risk acceptance are already showing 


signs of being effective on underwriting 
results. He told the insurance buyers 
they should feel these effects through a 
loosening market in a year or so. The 
capacity, flexibility and security of the 
London market has not changed, Mr. 
Palmer stated. ; 

On the last closed year of account, 
Lloyd’s underwriters in the aggregate 
have shown an underwriting profit, de- 
spite current difficulties, the speaker de- 
clared. This is striking when it is 
realized there is a heavy selection 
against the London market as a_ non- 
admitted insurer in the United States. 

“The first reaction of any buyer or 
his broker to the placing of any partic- 
ular risk is to try to place it in the 
American market. This means that the 
vast bulk of the business offered to Lon- 
don is offered as a second choice of mar- 
ket,” Mr. Palmer said. 

“To achieve an underwriting profit 
against this background and with all the 
difficulties attendant on doing business 
at a range of thousands of miles and 
at a time when so many carriers who 
have the first choice of business are 
showing a loss, speaks for itself. That 
is the first factor. The shrinking profit 
margin, but still an overall profit. 

Premium Capacity 

like any other 
insurers, have a limited premium ca- 
pacity. The inflationary trend of the 
last decade coupled with restrictive con- 
ditions in the American domestic market 
has greatly accelerated the flow of pre- 
.mium into London and the increase of 
premium volume in the last ten years 
is staggering. 

“In 1947 the premium volume of 
Lloyd’s underwriters’ net of commissions 
and taxes was £90,000,000 Sterling. In 
1957 it was £212,000,000, an increase of 
nearly 150%. This has led to what can 
best be described as premium indigestion. 

“What is the effect of reduced profits 
and surfeit of premium? In what way 
does this affect the buyer? There are 
several clearly defined results. 


Seller’s Market 


“First, we obviously have a seller’s 
market. In its periodic cycles any in- 
surance market swings from the ex- 
treme of a seller’s market back through 
a period of increasing competition, re- 
ducing rates, increasing commissions to 
the other extreme of a buyer’s market. 
This is particularly true of a free market 
where the o!d principles of supply and 
demand operate naturally. 

“T feel that the market is always at 
its best and healthiest when there is a 
slight bias towards a seller’s market. 
Not, perhaps, such a strong bias as there 
is todz 1y but a slight bias. You have only 
to look at the aviation market today to 
see the end product of several years 


“Lloyd’s underwriters. 





“The second and equality obvious re- 
sult is increasing rate levels in a few 
classes. Throughout the market in Lon- 
dcn there is a resolute determination to 
restore healthy profits margins and re- 
store them quickly with realistic rate 
increases. This is an absolutely natural 
devel opment and the increases in rates 
on some lines have been extremely sharp. 

“Over here we are used to the 
delays, struggles and compromises in- 
vo'ved in obtaining increased rates. Com- 
mittees sit, IB’M machines hum, hearings 
are held, bureaus deliberate and a year 
later a rate increase of 6.8% is prom- 
ulgated. Too little and too late, and 
based on using last year’s figures to pay 
next year’s losses. The ability to im- 
plement rate increases promptly is ac- 
tually an added strength of the market 
in London. 

“Business, whether new 
is receiving much closer scrutiny. If an 
individual risk or a class was going 
well it would probably, in the past, have 
been renewed year after year with very 
l:ttle review. That is not happening to- 
day. Where certain classes are receiving 
sharp upward rating, perhaps closer 
scrutiny over the last five years would 
have spread the increase out less pain- 


fully. 
Reduced Capacity 


“The next result stems from the sur- 
feit of premium volume. Several under- 
writers have had to make up their minds 
as to those particular classes they 
should reduce or, in some cases, even 
close their book. The ideas on classes of 
business which should receive this treat- 
ment vary widely with the individual 
ideas within the market. 

“You don’t need great insight to know 
that aviation business has been unprof- 
itable. It is a pity that this has oc- 
curred at a time when the tremendous 
values and liability exposures of the jet 
age in commercial aircraft need to estab- 
lish a market. 

“United States fire business has been 
poor and I would add that Canadian fire 
business has been even worse. Most 
underwriters in London have concluded 
that the rate levels on fire business are 
generaliy too low. A third area where 
I gather experience as a whole thas been 
unsatisfactory is that of compensation 
and employer’s liability whether through 


or renewal, 


The Fund Makes Several 
Changes in Marine Dept. 


Fireman’s Fund Insurance Co. has 
made a number of changes in Southern 
California and Eastern Departments. 

Mac Henderson has been appointed 
assistant manager of the Southern Cali- 
fornia marine department at Los An- 
geles, under Manager William H. Irby. 
Mr. Henderson succeeds Robert H. 
Williams. 

Peter L. LaBella has been appointed 
special agent at The Fund’s Hempstead 
branch office territory, succeeding Robert 
J. Maloney. 

Dennis D. Andersen has been ap- 
pointed fire special agent in The Fund’s 
New Haven office, succeeding Edward 
H. Freeman who has been promoted 
to the Syracuse office in charge of fire 
operations, 

Edwin W. Strauss has been appointed 
marine special agent for the Northern 
New York Suburban territory. He suc- 
ceeds George F. Raplee, who has been 
transferred to the Hempstead office. Mr. 
Strauss will operate under the super- 
vision of F. A. Gelderman, metropolitan 
inland marine manager. 

William P. Scott has been appointed 
fire special agent in The Fund’s Newark 
office, succeeding Dennis D. Andersen. 





the medium of reinsurance or excess 
covers for self-insurers. 

“With the need to prune their books 
to ease premium volume each _ under- 
writer faced with this task has his own 


ideas. Some are holding off compensa- 
tion, some off products liability, others 
off malpractice, others off railroads, 


others off oil risks. Rather than elimi- 
nate classes, some are accepting reduced 
lines on their entire portfolio whether 
new or renewal business. 


Time Factor 


“Yet another result of the facts I have 
outlined is the time factor in handling 
of business,” continued Mr. Palmer. 
“Tighter underwriting has forced con- 
siderable blocks of business into the 
market where lines have to ‘be 


open 
placed individually on the floor at 
Lloyd’s, whereas they were formerly 


handled on a block basis. This has led to 
congestion and delay in the day to day 
handling of business, This is a temporary 
phase which will adjust itself in the com- 
ing months. 

“Another—but indirect result—of these 
conditions has been the demand for sup- 
plementary markets and the consequent 
emergence of a number of admitted and 
non-admitted ‘companies over here, writ- 
ing business, previously associated al- 
most entirely with Lloyd’s and the Lon- 
don market. 

“This development is a natural re- 
sponse to demand and eases the pressure 
on London. This is clearly recognized 
in London. There is an emphatic need 
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for wider markets and with the natural 


growth of industry there will be quit 
enough business to feed them all. We 
must hope that these carriers don’t make 
too many crashing mistakes.” 





Cargo Thefts From 
Local Trucks Increasing 


While interstate shipments of good 
by truck have recently been showing , 
somewhat smaller theft rate, cargo theft; 
from local trucks and salesmen’s car; 
are rapidly increasing and a new theft 
peak can be expected this year, accord. 
ing to Babaco Alarm Systems of New 
York, manufacturers of truck burglar 
alarms and an authority on crime trends 
in this field. 

“Whatever has been gained in im- 
proved cargo safety on the cross-country 
trailers and terminal handling of big 
loads, has been lost once or twice over 
by increased theft losses from local pick. 
up and delivery vehicles,” the firm says 
in the current issue of “Babaco News,” 
its publication for the transportation 
field. 

In its current list of previously un- 
reported cargo thefts, adding up to more 
than $1,500,000, the alarm firm demon- 
strates the widening areas hard hit by 
crooks and the inclusion of practically 
all types of goods on the theft lists. 
Brass pipes, turkeys, mayonnaise, toys, 
lingerie, brassieres—all items that once 
would have been immune to theft, are 
on the current list. Big cities and) small 
towns from coast to coast are included. 

A new development that has appeared 
in recent months, according to Babaco, 
is an apparent influx of new, inexperi- 
enced crooks, who do not know enough 
to leave alarm-equipped vehicles alone. 
There has been a rise in the number 
of thefts prevented by these alarms 
sounding off. This is relatively new as 
older crooks learned by experience to 
leave these trucks and cars alone. 





Fake Auto Claims 
Are Probed in Buffalo 


An eight-month inquiry into fake 
automobile insurance claims in the Buf- 
falo, N. Y., area rolled into high gear 
when police rounded up 16 persons for 
questioning. The 16 individuals, includ- 
ing some women, paraded into the office 
of Dist. Atty. Carman F. Ball for inter- 
views. All were released after making 
statements and their names were not 
disclosed. 

No formal arrests have been made 
Neither have any warrants or indict- 
ments been issued. Two key figures in 
the investigation were described as 
former employes of a Buffalo insurance 
company. Police plan to pick up more 
persons for questioning by ‘Mr. Ball and 
Asst. Dist. Atty. John P. Lane. 

The racket involves payment of about 
$150,000 to various persons who filed 
false automobile accident’ insurance 
claims. The frauds allegedly involved 
personal liability claims for exaggerated 
injuries, medical expenses and padding 
of damage claims for vehicles in acci- 
dents. 





Anchor Club Mass and 
Breakfast on May 17 


The annual corporate Mass and Com- 
munion breakfast of Insurance Anchot 
Club No. 21 will be held at 9:00 am 
on Sunday, May 17, at St. John’s Church, 
Seventh Avenue and 30th Street, New 
York City. James J. Gately, president, 
announces that breakfast will follow at 
the Hotel New Yorker. Rev. Roger M 
Charest of the Montfort Fathers will be 
guest speaker. Father Charest is editor- 
in-chief of Queen of All Hearts maga 
zine and founder of the Pius XII Marian 
award. 

William L. Blucher is chairman of the 
breakfast committee. Tickets may be 
obtained by calling Mr. Blucher 2 
aa 2-7800 or Mr. Gately at Worth 
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Brice A. Frey, Jr., Views Domestic 
Market Outlook in AMA Address 


Drawing upon a wide experience in 
dealing with a great number and variety 
of insurance companies, Brice A. Frey, 
Jr., vice president of General Reinsur- 
ance Corp., told corporate insurance 
managers at the spring conference in 
New York City this week of American 
Management’s insurance division some 
of the problems they may expect to en- 
counter now and in the near future, in 
purchasing adequate protection. Mr. 
Frey, who was the first speaker at the 
opening session May 6, was asked by the 
chairman, C. Z. Greenley, AMA’s insur- 
ance vice president, to respond to three 
pointed questions: Will the insurance 
we buy be more expensive? Will it be 
more difficult to obtain? Will coverage 
problems be met squarely? : 

The speaker’s answers were as follows: 

1. “I see no reason why the risk man- 
ager should expect or hope to select this 
one commodity—insurance—out of the 
many which are necessary for the con- 
duct of your business as the one he 
will be able to buy below cost. Most 
of the same factors which determine the 
cost of your products also determine the 
cost of insurance. As buyers and sellers 
we are pretty much in the same boat 
... the only futile thing we can do is 
to rock the boat. 

2. “As far as the domestic scene is 
concerned my answer is ‘no’, Despite 
the apparent mathematical oblivion that 
permits the high peaks and broad val- 
leys of underwriting profit and loss fig- 
ures, I believe the basic system of com- 
petitive free enterprise under which in- 
surers and reinsurers operate, will pro- 
vide a receptive market for your risks.” 

3. As to whether coverage problems 
will be met squarely, Mr. Frey re- 
sponded: “They will have to be. Today’s 
adverse underwriting results are cer- 
tainly chargeable in part to unsuccessful 
innovations and unfortunate experiments. 
Corrections and refinements will be made 
in specific instances. But in general, 
progression towards fewer, broader and 
more simple insurance contracts is as 
inevitable as taxes.” 


More Receptive Market for 
Commercial Risks 


_Backing up _ these predictions Mr. 
Frey declared: “Insurance companies and 
their reinsurers must deal in averages 
or ‘spread of risk.’ Personal lines of 
insurance used to be known as the bread 
and butter business that provided a broad 
and stable base to absorb commercial 
lines. The pendulum has swung the other 
way. Climbing expense and overhead in- 
volved in handling a high unit volume of 
low premium risks has seriously affected 
the profit margin in this segment of the 
business. The red tape, lag and political 
influences exerted upon necessary rate 
adjustments in both the property and 
casualty fields have compounded the 
problem. Two conclusions can be drawn. 
On the one hand, the personal lines are 
not subsidizing the underwriting of com- 
mercial risks today. On the other hand, 
the possibility of profit in commercial 
lines should result in a more receptive 
market for your risks. 

“Another trend which contributes to 
the dilemma of the insurers who are 
equipped to serve you is that American 
genius for mass production has resulted 
in the development of so-called specialty 
insurance companies. They limit their 


activities to selected profitable fields, 
employing specialized new techniques at 
deviated rates. The resultant siphoning 
of profit must affect the ability of your 
insurers to serve you, Inevitably they 
must find the answer to this and other 
forms of healthy competition. 


Handcuffed by Regulation 


Further along Mr. Frey spoke his 
mind about what he termed “the hand- 
cuffs of regulation.” He had no quarrel 
with the underwriting requirement of 
orderly processes “to underwrite and 
rate risks that lend themselves to well- 
defined classifications and _ reasonable 
amounts of insurance.” But he expressed 
concern over today’s underwriter being 
handcuffed by regulations that prevent 
his offering the flexibility that the cor- 
porate insurance buyer wants and needs. 
He noted, as an example, that a contract 
of insurance tailored to meet the require- 
ments of a nationwide concern “must be 
filed with many jurisdictions—5O in fact 
—if each state exercises its prerogative— 
and almost inevitably will be held to 
violate someone’s interpretation of stat- 
ute.” Summing up on this point the 
speaker remarked: 

“Trying to interrupt and refute basic 
laws of supply and demand is neither 
ambitious nor courageous—it’s just plain 
foolhardy. There will always be a mar- 
ket for an insurable risk at the price 
of a willing underwriter whether you call 
it a domestic market, a non-admitted 
market or a black market. Our rate 
regulatory laws have attempted the im- 
possible and created one set of rules 
capable of enforcement for licensed in- 
surers and another set of rules, com- 
pletely unenforceable for unlicensed o1 
non-admitted insurers. Lawmakers, buy- 
ers, insurers and reinsurers alike have 
long recognized that there is no possi- 
bility of isolationism in the insurance 
business.” 


Placement of Large Risks in 
Tomorrow’s Domestic Market 


Mr. Frey’s final contribution to assist 
the risk manager was to offer eight 
suggestions pertaining to placement of 
large risks in tomorrow’s domestic mar- 
ket. They are highspotted as follows: 

1. “Those who purchase casualty cov- 
erages on a full coverage basis should 
give prime consideration to the caliber 
of the claims and safety services you 
are buying. It is these factors which 
will determine the premiums you will 
pay—not minor differences in competitive 
quotations. 

2. “To a certain extent you will be 
faced with a seller’s market. Do not 
shop your risk. It generally becomes 
known. As a facultative reinsurer I have 
often been approached by five or six 
markets for reinsurance of the same risk. 
The underwriter’s inevitable conclusion 
is that the risk will go to the lowest 
bidder, and where a large number of 
bidders are involved the lowest one is 
the one who makes a mistake. Some good 
and logical markets for your risk will 
even refuse to quote under such circum- 
stances, 

3. “Beware of startling innovations in 
manuscript contract forms. He who tam- 
pers with more or less standard language 
unless he is an expert weaves a tangled 
web which very often produces unin- 
tended results to his own detriment. 

Beware of the practice of cutting 
back primary limits to save money 
through separate placement of the excess 


(Continued on Page 33) 


Peerless Improves in 
First Quarter of 1959 


NET OPERATING INCOME $996,178 





President Talbot Reports 1958 Results 
to Stockholders; Cummins New 
Director; 5 New V.P.’s 





A report on 1958 operations and first 
quarter results this year were featured 
by John O. Talbot, president, Peerless 
of Keene, N. H., at meetings of stock- 
holders and directors held April 28. 


Mr. Talbot gave the board of directors 
the encouraging news that in the first 
. 





JOHN O. TALBOT 


quarter of 1959 the Peerless increased 
its net surplus by $433,843 over the year- 
end figure of $7,212,890. This gain re- 
sulted from earned premiums of $%,438,- 
187 less losses incurred, loss expense, 
commission and underwriting expenses 
incurred, totaling $3,921,152. Statutory 
underwriting gain of $517,034 was shown, 
plus a net investment gain of $459,993. 
After payment of dividends and other 
adjustments the net operating income for 
the quarter was $996,178. - 

Stockholders of the Peerless were told 
by President Talbot that the 1959 busi- 
ness outlook is more favorable as a whole 
than it was a year ago. He also re- 
ported: 

“During the year Peerless net pre- 
miums increased by 24% to $17,700,000, 
while the number of its home office 
employes was decreased 16%. Further- 
more sources producing business in ex- 
cess of $2,000,000 of annual premiums 
were given up.” 

Mr. Talbot also reported the sale of 
the corporate structure of Caledonian- 
American Insurance Co. to West Coast 
interests on June 30, 1958 and merging 
of the Caledonian-American’s business 
into the ‘Peerless as of that date. 

Six directors of the company—Bert 
I. Graves, John F. Meck, Chauncey L. 
Waddell, William F. Perry, B, Cramton 
Carrick and E. E. Newcombe—were re- 
elected to the board for three years. 
To fill a vacancy Richard J. ‘Cummins, 
vice president in charge of reinsurance 
operations in New York, was also elected 
to the board. 

Five new vice presidents were elected 
—Peter J. Campbell, Joseph M. Cun- 
ningham, John W. Keefe, Jr. and Joseph 
Sorge. Howard E. Croteau was named 
assistant secretary. All other officers 
were re-elected. 





J. P. LOHMAN NEW ADDRESS 


J. P. Lohman Organization, Inc., pub- 
lic relations firm which is known to New 
York insurance people for its efforts in 
publicizing the new insurance buildings 
at 123 and 156 William Streets, has 
moved its offices to 355 Lexington Ave. 


Safe Driver Plan No 
Cut Rate Proposition 


NBCU’S JAMES M. CAHILL SAYS 





Sees Operation on Balanced Basis; 
Develops Theory, Practice on Acci- 
dent Involvement Feature 
The new California Safe Driver Plan 
was discussed by James M. Cahill, secre- 
tary, The National Bufeau of Casualty 
Underwriters, in a talk to Midwestern 
Independent Statistical Service in Chi- 

cago. 

Mr. Cahill pointed out that since 1929 
the National Bureau has been testing 
various types of plans, none of which 
was particularly successful, although 





there are high hopes for the new Cali- 





JAMES M. CAHILL 


fornia plan. The aim of the latest plan 
is to produce more competitive rates 
for the better classes of risks so that 
NBCU and National Automobile Under- 
writers Association companies will not 
be faced with an ever-worsening cross- 
section of business. 

“Although the rates for the risks 
with a clean record will reflect a 20% 
saving, this is not a cut- rate proposition,’ 
Mr. Cahill pointed out. “It is anticipated 
that the plan will operate on a balanced 
basis because enough additional dollars 
will be collected through the substantial 
surcharges on risks with bad motor 
vehicle records to about offset in the 
aggregate the rate credits allowed to the 
risks with good records. Not only will 
this treat individual risks in a more 
equitable manner, but it should tend to 
strengthen the market ‘for all categories 
of risks. The carriers have always been 
willing to write the good risks; they will 
want to write those entitled to the 20% 
credit but they should also be more will- 
ing than heretofore to write the remain- 
ing risks for the reason that they will 
now get a rate more commensurate with 
the known hazard of the risk, 

“But best of all, this Plan should en- 
courage more careful driving to the 
benefit of all people on the highways.” 

Where Its Forerunners Failed 

Actually since 1929 there have been 
four different plans introduced at various 
intervals by NBCU, none of which oper- 
ated successfully, Mr. Cahill indicated 
reasons for their failure, explaining: 
“Under all of those plans, the determin- 
ation as to whether a private passenger 
car insured was entitled to the credit or 
debit effect under the specific plan de- 
pended on whether the insured had 
caused an automobile liability loss dur- 
ing a comparatively short recent period 
which varied from a minimum of one 
year under one plan to a maximum of 
21 months under others.” 

Some difficulties with previous plans 
were cited as follows by the speaker: 
(1) “Inevitably there were arguments 
as to whether the carrier should have 
paid a loss. It is human nature for the 

(Continued on Page 35) 
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INSURANCE 
UNDERWRITERS 
(CASUALTY) 


A major casualty company located in 
suburban Long Island has openings for 
underwriters with 2-5 years auto or fire 


experience. College graduates only. 
Experience in allied line helpful. Par- 
ticipation in company benefits. Salary 


commensurate with experience. 
Send complete resume to: 
BOX 2699 


The Eastern Underwriter, 
93 Nassau St., New York 38 























New England Re. Names 
Ellis H. Carson President 


FORMERLY OF NAT'L SURETY 


Graves D. Hewitt Exec. Vice Pr2sident; 
Carson Cites Facilities of High 
Caliber American Cos. 


New Corp. 
nounces from Boston that Ellis H. 


England Reinsurance an- 
Car- 
the 


presi- 


has been elected president of 
company. Mr. Carson, 
dent of National Surety 
sumed his new 

It was announced in 
issue of The Eastern Underwriter that 
Mr. Carson was to join the Boston 
agency of Boit, Dalton & Church as 
general partner and to “primarily con- 
cern himself with management and de- 
velopment of Lexington Insurance Co., 
and Plymouth Reinsurance Co., in both 
of which several members of the firm of 
Boit, Dalton & Church are interested.” 

Graves D. Hewitt is the executive vice 


son 
formerly 

Corp., has as- 
duties. 


the March 27 


president of New England Reinsurance 
Corp. 
The group of companies represented 


by NERCO includes American Employ- 
ers’ Insurance Co., Boston Insurance Co., 
The Phoenix of Hartford, Plymouth Re- 
insurance Co., Seaboard Surety Co. of 
New York and Springfield Fire & 
Marine. The combined capital and sur- 
plus of these companies exceeds $250,- 
000,000. 


In connection with the announcement 


of his election, Mr. Carson said, “New 
England Reinsurance Corporation was 
established to bring new domestic re- 


insurance facilities to the 
ket. The need for such a market has 
been strikingly demonstrated during the 
past two years by the wide use and ac- 
ceptance of this new facility—business 
has been flowing to it from all parts of 
the country. NERCO works through 
insurance intermediaries and offers the 
resources of a group of Americ in com- 
— of highest caliber.’ 

Mr. Carson brings to NERCO compre- 


American mar- 


hensive management and underwriting 
experience. After a noteworthy career 
with the Royal-Liverpool Group, with 


which he rose to be assistant U. S. 
manager, he was invited to assume the 
presidency of National Surety Corp. of 
New York, a position which he held from 
1949 to 1956. During ‘this presidency of 
National Surety its operations had most 
satisfactory growth and profits. 


Safety Seca rae Drug Firm 


Inc., Elkhart, Ind., 
pharmaceuticals and 
drugs, received an award recently for 
its record of one million man-hours’ 
plant operation without a disabling in- 
jury being sustained by its 1,200 em- 
ployes. 

A plaque was presented by American 
Motorists, a division of the Kemper 
group by Ragnar E. Dalstrom, district 
safety director for American Motorists. 


Miles Laboratories, 
manutacturer ofl 





R. Howard Bland, Sr. 
Dies at Age of 79 

HONORARY CHR. OF U. S. F. & G. 

52 Years a Director of Baltimore Com- 


pany Founded by His Father; 
Headed Surety Assn. 





R. Howard Bland, Sr., honorary chair- 
man of the United States Fidelity & 
Guaranty Co., and for 52 years a mem- 
ber of its board of directors, died May 2. 
He was 79. 

Mr. Bland was president of U. S. 
F. & G. from 1923 until 1932 when he 
became chairman of its board, In Janu- 





Cole Studio 
R. HOWARD BLAND, SR. 


ary, 1955, he was named vice chairman, 
and in 1956 honorary oe in. He had 
been a director since May, 

Born in Baltimore in 1880 “he was 
the son of the late John R. Bland, 
founder of United States Fidelity & 
Guaranty, and Mrs. Maria Harden 


Bland. He attended Harvard University, 
where he received his academic and law 
degrees . From 1905 to 1915, he practiced 
law in Baltimore as a member of the 
firm of Bartlett, Poe, Claggett & Bland. 
In 1916 he was elected vice president 
and secretary of U.S. F. & G., of which 
his father was president. 

Mr. Bland was most active in_ the 
insurance industry, serving as president 
of the Surety Association of America 
in 1927 and 1928. In addition, he served 
as chairman of the board of the Fidelity 
Insurance Co. of wee — Canadian 
affiliate of U. S. F. & 

Mr. Bland had served on em board of 
directors of the First National Bank of 
Baltimore, the Chesapeake and Potomac 
Telephone Co. and the Baltimore Gas & 
Electric Co. 

In addition to his insurance and club 
activities, he was on the draft board 


during World War f, in the area in 
which he lived, and was a member of 
the Downtown Committee which made 


a study of traffic conditions in Baltimore 
and sponsored an expressway through 
the heart of the city. 





LOUISIANA AUTO RATE PLAN 


The Louisiana Insurance Rating Com- 
mission approved an automobile phy sical 
damage rating plan which provides for 
150% of the manual rate in certain in- 
stances. The 50% rate increase is 
designed to apply ‘dinialy to “problem” 
risks with unfavorable underwriting his- 
tory. Application of the sharply in- 
creased rate is subject to prior rejection 
of the insured’s application at the manual 
rate. A company other than the rejecting 
carrier may then write the risk under 
the surcharged rate. The program will 
be tried out in the open market, without 
resort to the use of the Assigned Risk 
Pool. 





Major-General Otis M. Whitney, new Insurance Commissioner of Massachusetts, is 
shown in accompanying picture planning with prominent insurance men for National 
Association of Insurance Commissioners’ 90th annual convention in Boston June 8-12. 
Seated, left to right, bottom row: Arthur D. Cronin, vice chairman; Commissioner 


Whitney; Frank W. Boyle, 


Employers Group, chairman advisory committee. 


Standing: Joseph D. Sullivan, American Mutual, chairman, hospitality committee; 
William T. Gully, Employers Group, and Abram T. Collier, John Hancock, both of 


that committee, 





CAREER OF RALPH NEELY 





Surety Bond Producers’ President Heads 
Oklahoma City Agency; Active in 
City and State Affairs 

Ralph Neely of Oklahoma _ City, 
recently elected president of National 
Association of Surety Bond Producers, 
is one of the best known agency execu- 
tives in his state. In addition to his 
presidency of Ball and Neely Agency, he 





Fabian Bachrach 
RALPH NEELY 


is civically active and has demonstrated 
leadership in city and state projects. 

Currently Mr. Neely is president of 
the Rotary Club of Oklahoma City and 
on the United Fund’s executive com- 
mittee. He is former chairman of the 
Governor’s Economic Development Com- 
mission (state of Oklahoma), former 
chairman of Oklahoma City Planning 
Commission, and a former member of 
NAIA’s surety committee. 

In addition Mr. Neely is a director 
of the Bank of Mid-America Savings 
& Trust Co, and of Mid-America 


Dinner For Sheehan 


The insurance industry of Minnesota 
will be host to retiring Commissioner 
Cyril C. (Cy) Sheehan at a testimonial 
dinner at Hotel Leamington, Minneap- 
olis, Monday, May 18. 

Mr. Sheehan, now executive vice presi- 
dent of Guaranty Security Insurance 
Co., had been Minnesota Insurance Com- 
missioner since his appointment by 
former Governor C, Elmer Anderson in 
1953. He was succeeded on April 9 by 
Cyrus E. Magnusson, former insurance 
man of Two Harbors, Minn., who was 
appointed by Governor Orville L. Free- 
man. Mr. Magnusson until recently has 
been executive assistant to the governor. 

Master of ceremonies at the Sheehan 
testimonial dinner will be Harold J. 
Cummings, president, Minnesota Mutual 
Life. State officials who will attend 
include Governor and Mrs. Freeman, 
Lieutenant Governor and Mrs. Karl 
Rolvaag. 


Maine Kills UM Bill 


Killed in the’ Maine Senate through 
acceptance of an unfavorable cofnmittee 
report was a bill which would have re- 
qu red all automobile liability insurance 
policies to cover the insured and his fam 
ilv against costs of injuries caused by 
uninsured motorists, 

Similarly rejected by the House wes a 
bill which would have applied Mainc’s 
financial responsibility law to anv driver 
involved in an accident unless his car 
were legally stopped at the time. Only 
those ruled responsible for accidents are 
now requ-red to file proof of financial 
responsibility. 





Minerals, Inc., both of Oklahoma City. 
Ball and Neely Agency, established in 
1922, writes a substantial volume of con- 
tract bond business as well as general 
insurance lines. Associated with Mr. 
Neely in its operation are F. Wiley Ball, 
John K. Goodwin, Howard Baugh, Jr. 
and Frank E, Redding. The agency was 
one of the early members of NASBP. 
Attesting to his over-all knowledge of 
the property and casualty business, Mr. 
Neely earned the CPCU designation in 
1953, Married, he has five children. 
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Pres. Rust Predicts State Farm Will 
Top $400 Million Premiums in ’59 


Viewing with satisfaction the 1958 
operations of his companies, Edward B. 
Rust, president of the State Farm In- 
surance Companies, makes some sig- 
nificant predictions for 1959 in the 30- 
page “Report to Agents and Employes” 
recently published. It is a handsomely 
prepared brochure in two colors which 
dramatizes the insurance operations as 
well as the “picture parade” of the past 
year in the State Farm organization. 

Under the heading “Good Results in 
a Tough Year for the State Farm Mutual 
Auto,” President Rust points out: “To 
sustain profitable operation this year 
calls for the same kind of effort we 
put into 1958, because some of the same 
problems will still be with us. I predict 
that 1959 will be the first year any casu- 
alty company, will exceed $400,000,009 in 
written premiums. State Farm will be 
that company. Our writings this year, 
exclusive of membership fees, should be 
in the neighborhood of $430,000,000. As- 
sets will total about $540,000,000 and 
policies in force should approach 6,000,000 
at the end of this year.” 


1958 ‘Net Gain of 569,035 Policies in Force 


Commenting on 1958 operations Mr. 
Rust said: “Productionwise, the past 
year was one of State Farm’s best years. 
There were 1,514,290 new applications 
and reinstatements written by year-end, 
and the net gain of 569,035 policies in 
force was the third best gain in com- 
pany history. State Farm passed the 
5,000,000 policy mark early in ’58 and 
added better than half-million in the 
following months to wind up the year 
with 5,538,181 policies in force.” 

Other highspots of the year, as re- 
ported in this brochure, were (1) the 
much-discussed management decentrali- 
zation program got underway at two 





General Reinsurance Names 
J. E. Hayes Claims Attorney 


John Edward Hayes has been ap- 
pointed a claims attorney for General 
Reinsurance Corp. He will deal primarily 
with claims arising out of the business 
of the company’s facultative department, 
including excess covers written for self- 
insurers. 

Mr. Hayes is a graduate of Ohio State 
University, Ohio State Law School and 
a member of the Bar of Ohio and Illinois. 

On graduation from law school in 1941, 
he joined the Chicago office of the Lib- 
erty Mutual, where he had extensive 
field and office experience in investigat- 
ing, adjusting and supervising liability 
and workmen’s compensation claims. 
For the past eight years he was chief 
adjuster of liability claims. 





American Casualty Classes 
For Adjusters in Garage 


American Casualty is running an un- 
usual school for claim adjusters. The 
class meets in a garage to study auto- 
mobile parts, their cost and the costs of 
various repairs to damaged vehicles. 

Carl U. Parkinson, supervisor of prop- 
erty damage claims for the company, 
has charge of the class. He is assisted 
by Wallace H. Vance, manager of the 
auto physical damage division and Peter 
Rivers, an appraiser with the Reading 
branch office. 

Graduates of the school, already quali- 
fied adjusters on first and third party 
claims, will now “double in brass” as a 
combination of adjusters and appraisers. 

Mr. Parkinson will instruct on nom- 
enclature, appraising and_ estimating 
techniques. Mr. Vance will cover auto 
loss adjusting, including proper state- 
ments, various auto policies and investi- 
gation. Mr. Rivers will assist in conduct- 
ing field trips dealing in the preparation 
of estimates. 





offices by midyear; (2) State Farm spon- 
sored the “baseball game of the week” 
on the CBS television network and in 
the advertising pages of national maga- 
zines; (3) plans were announced in Octo- 
ber to build the 16th regional office in 
Newark, Ohio, to serve policyholders in 
that state and in West Virginia; (4) 
plans to begin limited-scale operations 
in Maine and Vermont were disclosed 
in December, and these operations will 
be supervised by Mid-Atlantic through 
its New York operating division, 

(5) As of the year-end the State Farm 
had attained “a shining new record” of 
automobile insurance production—of the 
52,500,000 passenger cars operating in the 
U. S. in 1958, one out of ten was pro- 
tected by this company. 

An interesting feature of the brochure 
was a “Reader’s Questionnaire” on the 
final page. It was suggested that readers 
express their opinions on the 1958 an- 
nual report and return it to the home 
office, 


Frey’s AMA Talk 


(Continued from Page 31) 


in excess markets here and abroad. The 
siphoning of profit from the primary 
carrier will lead to a compensating in- 
creased premium for the remaining pri- 
mary limits. 

5. “Do not try to accelerate the trend 
towards package policies. The move in 
that direction has been overly precipitous 
and the time is not propitious for any 
experimentation that may put a distress 
placement label on any of your coverages. 
Very often the risks you combine for 
rating are subsequently separated from 
a reinsurance standpoint thus negating 
the buying power you sought to con- 
centrate, 

6. “When faced with capacity prob- 
lems do not overlook the comparatively 
recent growth of domestic facilities. 
Beyond the substantial amounts of pri- 
mary insurance available lies not only 
the additional capacity of direct excess 
markets but also facultative reinsurance 
to augment the primary carrier’s facili- 
ties. When these facilities are exhausted 
there is also the cooperative capacity of 
professional reinsurers, 

7. “The underwriter is going to be 





CHAMBERLAIN JOINS CONT’L CAS, 


Ralph Chamberlain has been appointed 
bond manager in Seattle by Continental 
Casualty: He was a bond supervisor with 
American Insurance Co. for the past six 
years, having served previously for eight 
years with Fidelity & Deposit in Cin- 
cinnati. 





more careful. He will have to be. Re- 
member that he is called upon to answer 
in minutes the problem that the buyer 
and his representative may have studied 
for weeks. Insist that he be given all 
facts material to the risk. The doubts in 
his mind will not be resolved in the 
buyer’s favor. 

8. “Last, but most important of all, 
buy quality. Insurance is bought for only 
two reasons. The first is to have normal 
expected losses handled in the most efh- 
cient and least expensive way possible 
and at the same time receive profes- 
sional assistance in controlling and re- 
ducing exposure to loss. The second is 
to spread loss or disaster which could 


have serious financial effect upon the 
buyer. The requirements are competent 
service, capacity, and above all, stability. 


These are the trademarks of quality 


insurance and reinsurance.” 
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Merit-Rated Auto Plan Approved 


In Florida by Commissioner Larson 


A “merit plan” for automobile insur- 
been approved for National 
Detroit, by Florida Insurance 
Commissioner J. Edward Larson. The 
plan, reportedly, will give its 
up to 30% saving on recent rate increases 
The plan is ad- 
through South- 
Inc., Coral 


ance has 
Casualty, 


insureds 


granted in the state. 
ministered in Florida 
eastern General Agency 
Gables. 

Sales of the plan, 
Ohio and 


which field- 
Michigan over the 
June 1 


was 
tested in 
past two years, will 
in Florida. Commissioner Larson is re- 
ported to have said that under-25 drivers 
would be cheered to know that the plan 
is not only available to them, but that 
the company is actively encouraging its 
agents to make sales to youthful adult 
drivers. 

Mr. Larson said “merit rating supplies 
what our young people have wanted for 
a long time—to be treated as an indivi- 
dual and not as one of a group of 
helter-skelter irresponsible undesirables. 

“When given an opportunity to rise 
or fall on their own driving ability and 
record under merit rating, they do so 
very acceptably, actually even better than 
older adults who have firmly fixed driv- 
ing habits harder to correct.’ 

Commissioner Larson said he has “long 
been interested in merit rating because 
it could encourage safe careful driving 
and provide the lowest feasible insurance 
premium for law-abiding auto owners 
and operators.” The premiums in the new 
program are keyed directly to accidents, 
and “perfect record” drivers are able to 
buy insurance at a 30% saving after 
three to four years of accident-free 
driving. 


commence 


Outline of the Rating Plan 


Under the merit rating plan each 
vehicle is assigned an “average driver’s 
premium,” called the Base Rate, which is 
approximately the same as other indus- 
try premiums on the vehicle. 

Mr. Larson pointed out, however, that 
“an average is made up of many drivers 
above, many at, and many below the 
average. For that reason under the 
merit plan, the exact premium for each 
vehicle is determined by applying a 
system of credits and points to every 
driver of the vehicle.” 

For the first year of insurance, the 
rating system goes back as far as four 
yez rs—searching out the history of acci- 
dents, arrests, insurance records and the 
driving experience, habits and attitudes 
of all drivers of the vehicle. 

Vehicles operated by drivers who have 
at least three to four years experience 
and an accident and arrest-free record 
can be initially insured at savings up to 
30% from the average premium. 

Even drivers with poor accident records 
have a chance to cut insurance costs by 





Hazel E. Boostrom Retired 
From N. American Accident 


Claud C. Cox, administrative assistant 
< the president of North American 
Accident Insurance Co., Chicago, was 
elected secretary to the company April 
21, it was announced by Allen V. Dowl- 
ing, president. 

Mr. Cox, 48, succeeds Hazel E. 
Boostrom who announced her retire- 
ment effective May 1, after 32 years 
with North American. Miss Boostrom 
had been secretary of the company since 
1952 and a member of the board of 
directors since 1955 

Before joining North American in 1955, 
Mr. Cox was for 14 years assistant 
counsel at Continental Casualty. He is 
a graduate of City College of Law, St. 
Louis, Mo., and was admitted to the 
Missouri Bar Association in 1932. 


compiling a record of safe driving in the 


future. Conversely, vehicles operated by 
drivers who are inexperienced, lack 
essential skills, have had accidents or 


arrests, or have bad driving habits, may 
be rated above the base rate. 

The actual renewal premium after the 
first insurance year depends entirely 
upon whether or not a claim is incurred 
under the insurance policy on the vehicle. 
If no claim is incurred, the policyholder 
is rewarded by a lower premium each 
year until there is a saving of 30% from 
the average driver premium. If a claim 
or claims are incurred, the next year’s 
premium will be higher. 

Mr. Larson pointed out that the filing 
of this plan in Florida by a company 
having actual operating experience and 
data supported his contention that care- 
ful drivers can be recognized in auto- 
mobile insurance rates. He said it is 
interesting to note that the approval of 
this plan by his Department may give 
deserving drivers an opportunity to in- 
sure at a deserved lower insurance 
premium, 


L. K. Babcock, 80, Dies; Was 
Retired Aetna Claim Exec. 


L. K. Babcock, retired secretary of 
the casualty claim department, Aetna 
Casualty and Surety Co., died April 27 
in Hartford Hospital. He was 80 years 
old. Mr. Babcock had been head of 
the company’s claim department for 31 
years at the time of his retirement in 
1954. 

A veteran of 43 years’ service with 
Aetna Casualty, Mr. Babcock joined the 
company as an attorney in the claim 
department at the Indianapolis office, 
He was transferred to the home office 
in 1922 and was appointed secretary a 
year later. : 

A graduate of Indiana University with 
a law degree from the University of 
Chicago, Mr. Babcock was a member of 
the Indiana legislature and served as 
secretary to the Governor of that state 
and later to the mayor of Indianapolis 
before joining Aetna Casualty. 

He founded and was first president 
of the Indianapolis Optimists Club, first 
one to be established in the United 
States. A son, L. Kent Babcock, Jr., is 
general agent at Philadelphia for the 
Aetna Life. 
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American Surety 
Albany Mer. Retires 

AFTER FIFTY YEARS’ SERVICE 

Burcher V. Sheard Named to Succeed 


Milton L, Perry who Held Post 
Since 1917; Their Careers 








Burcher V. Sheard has been appointed 
manager of the Albany branch office 
of American Surety succeeding Milton 
L. Perry who retired after nearly 50 
years of service with the company. 

Mr. Sheard joined the company on 
November 15, 1948, at its home office, 
New York City, in the fidelity depart- 
ment. He was assigned to Syracuse as 
a special agent and later transferred to 
Albany. He was promoted to assistant 
manager of that branch in 1955. 

Mr. Sheard saw service in both World 
War II and in Korea, as a fighter pilot, 
with the rank of first lieutenant in the 
the U. S. Marine Corps. 

Mr. Perry also began his association 
with the company on November 15 (1909) 
at the home office and subsequently 
served in its Brooklyn branch. He was 
transferred to Albany in February, 1915, 
and two years later was appointed man- 
ager of that office. 

Formerly president of the Rotary Club 
and the Casualty & Surety Club of 
Albany, Mr. Perry has also been a mem- 
ber of the Fort Orange Club, and active 
in the Albany Chamber of Commerce. 

Mr. Sheard received his B.B.A. degree 
from Clarkson College of Technology 
in 1948 and in 1954 was awarded his 
CPCU designation. Interested in the 
field of insurance education, for some 
time he has been an instructor of the 
CPCU courses given at Russell Sage 
College, Albany. 





AMERICAN MUTUAL LIABILITY 
Assets Reach New High of $162,282,000; 


Underwriting, Investment Income 
Tops $9.5 Million 

Charles E. Hodges, president, making 
the annual report of American Mutual 
Liability recently, noted the continuing 
adverse underw riting conditions in auto- 
mobile lines, in spite of which American 
Mutual Liability realized underwriting 
and investment earnings in excess of 
dividend requirements. 

Before dividends and federal income 
taxes, these came to $5,997,000, while net 
investment income, exclusive of capital 
gains, totalled $4,290,000. Combined un- 
derwriting and investment income less 
federal income tax of $717,000 was $9,- 
570,000, as compared with dividends to 
policyholders of $8,795,000. 

New high records for assets and sur- 
plus were also reported. Assets in- 
creased by $5,572,000 to reach a total at 
year-end of $162,282,000. Surplus in- 
creased by $3,588,000 and, as of Decem- 
ber 31, 1958 stood at $33, 552,000. amount- 
ing to 47% of earned premium. 

Two directors were elected: Wm. 
Joshua Barney, Jr., executive vice presi- 
dent, W. J. Barney Corp., and Roy F. 
Williams, honorary executive vice presi- 
dent and member executive committee, 
Associated Industries of Massachusetts. 








Kenneth Desch Succeeds 
Richey for INA, Cincinnati 


Kenneth Desch has Vien promoted 
from associate manager to manager of 
Indemnity Insurance Co, of North Amer- 
ica’s Cincinnati service office. 

He succeeds Lewis P. Richey, who has 
retired as manager to handle public 
relations assignments as executive as- 
sistant for INA in Columbus, Ohio. 

A summa cum laude graduate of Uni- 
versity of Illinois and member of Phi 
Beta Kappa, Mr. Desch joined INA in 
1946. He has served as special agent and 
later assistant manager in the Indian- 
apolis service office, agency superintend- 
ent in INA’s world headquarters in 
Philadelphia, and, since 1955, as asso- 
ciate manager in Cincinnati. 
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Cahill on California Auto Plan 


(Continued from Page 31) 


insured to maintain that it was the other 
driver’s fault. 

(2) “Delay was caused in issuing pol- 
icies, and additional expense incurred, 
because of the frequent need for the 
interchange of information between com- 
panies when an insured changed carriers. 

(3) “For practical reasons the exper- 
ience period had to be kept short, and 
this meant that approximately 90% of 
all insureds would qualify for whatever 
credit was allowed under the plan. The 
simple arithmetic involved is that if a 
full credit effect of 10% were to be 
allowed to 90% of the risks, it would be 
necessary to balance this through a sur- 
charge of 90% on the remaining 10% of 
the risks which has caused one or more 
automobile liability losses. A surcharge 
of any such magnitude was deemed im- 
practicable because individual risks which 
had ‘had a good record over a period of 
years would unquestionably object vio- 
iently to being surcharged so much as 


| 9% for a period of a year or two after 
' they, had unfortunately been involved 
/ in an automobile accident of minor de- 


gree. In practice, the surcharges imposed 
on the risks that had produced losses 
averaged nearer to 10% than 90%. Thus, 
regardless of the mechanics of the indi- 
vidual plans, there was available for 
distribution to the good risks (which 
comprised 90% of the total number) a 
net saving of only approximately 1% 


of the rate that would ‘have applied if 
' there were no rating plan. 


“This is the sound result mathe- 
matically and actuarially under the 
types of plans that have been utilized 
in the past. It is almost like a shell 


| game, however, with much transferring 


of dollars in the premium calculations 
but little tangible benefit to good risks,” 
Mr. Cahill observed. 


On Preferred Risk Rating Plan 


He continued: “Under the ‘Preferred 
Risk Rating Plan’ presently still in use 
by companies writing automobile liability 
in New York, North Carolina, and 
Puerto Rico, the fact is that 95% of the 
private passenger risks in New York 
and 99% in North Carolina qualify for 
the lowest rate, 

“Since only a tiny proportion of all 
risks is subject to the prescribed debits of 
10% or 20% because of having produced 
automobile liability losses during the ex- 
perience period of 18 months ending six 
months prior to the effective date of the 
policy, the additional premiums collected 
through the medium of the low sur- 
charges result in a rate saving of only 
a fraction of 1% when spread over the 
other 95 plus percent of the risks which 
qualify for the lowest rate.” Mr. Cahili’s 
view is that, “these plans are primarily 
psychological in value in that they do 
recognize the ‘careful driver’ by putting 
him in a rate class lower than that of a 
‘driver’ who has recently had an accident. 
There can be very little actual—rather 





Frederick J. Gassert, Jr., 
Joins Allstate Legal Dept. 


Frederick J. Gassert Jr., administrative 
assistant to Senator Harrison A. Wil- 
liams of New Jersey, joined the All- 
state’s legal department as associate 
counsel, George H. Kline, vice president 
and general counsel, said. 

Mr, Gassert served as deputy attorney 
general of the state of New Jersey prior 
to becoming director of motor vehicles 
in 1954. He has been Sen, Williams’ 
aide since January. 

A Pacific theater veteran of World 
War II, Mr. Gassert was named as New 
Jersey's Young Man of the Year in 
1955 by the Junior Chamber of Com- 
merce. He is a member of the Fordham 
Law Alumni, New Jersey and American 
Bar associations, and has been chairman 
of the insurance liaison committee of 
the American Association of Motor 
Vehicle Administrators. 


than relative—financial saving to the 
‘careful’ driver, however.” 

Turning to the California Plan, Mr. 
Cahill said he believed it avoids the fund- 
amental weaknesses of earlier efforts. 
“Tt will be desirable to experiment with 
it in California for a period of time to 
find out whether it has any other weak- 
nesses or defects that should be remedied 
before it is extended to other states. 
As a matter of fact, several substantive 
changes have been made since the Plan 
was first announced. These are all de- 
signed to perfect the Plan. 

“It differs from other plans in that it 
operates strictly on the basis of the 
motor vehicle operating records of the 
insured and the other operators of the 
car who are resident in his household. 
Note that it does not depend solely on 
whether automobile losses have been 
caused an insurance company. In 
essence, it is based on whether the in- 
sured and the other operators of the 
car who are resident in his household 
have been involved in (1) automobile 
accidents producing bodily injury or 
death, or damage to property, including 
his own, in excess of $50, and (2) moving 
traffic violations. 


Theory of Accident Involvement 


“This Plan is based upon the theory 
that past involvement in accidents and 
convictions of moving traffic violations 
provides an index of the chance of in- 
volvement in an automobile accident in 
the future. Therefore this Plan, differ- 
ing from previous plans, requires the use 
of operators’ conviction records as well 
as their accident records as an element 
of rating. 

“This theory is supported by the facts 
developed in a 1958 Driver Record Study 
conducted by the California Department 
of Motor Vehicles in which a sample of 
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nearly 100,000 operators’ records was ana- 
lyzed. This study indicates that over a 
three year period only 54% of California 
drivers have a record free of convictions 
for moving traffic violations and free of 
accidents. The California law requires 
the reporting of all accidents producing 
bodily injury or death and also when the 
damage to property is in excess of $100. 

“This study shows that, as the report 
states, ‘a definite relationship exists be- 
tween the number of abstracts (records 
of convictions) in the driver’s record and 
the number of accidents he is likely to 
have.’ In the section of the study deal- 
ing with this relationship, the accident 
records of drivers who had had no con- 
victions during the three year period 
were compared with those who had had 
one conviction, two convictions, three 
convictions, etc, during the period. For 
the group with no convictions, there 
were nine accidents per 100 drivers. For 
the group with one conviction, there were 
19 accidents per 100 drivers, or over 
twice as many. For those with two con- 
victions, there were 27 accidents per 100 
drivers, or three times as many as for 
those free of convictions. Those with 
three convictions had an accident rate 
of 35; those with four convictions, a rate 
of 43; and the group with five or more 
convictions had 55 accidents per 100 
drivers. These rates are about four, five 
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and six times the rate for the conviction- 
free group. And finally, looking at the 
group with nine or more convictions dur- 
ing the three year period, the accident 
rate was 66 per 100, or nearly 7% times 
that of those who faithfully observed 
the motor vehicle laws. 

“While this study is based upon the 
records of motorists in California and 
the percentage of drivers with clear 
records may vary somewhat from state 
to state, the conclusion that a definite 
relationship exists between the number 
of convictions and the number of acci- 
dents a driver is likely to ‘have should 
be valid in all sections of the country. 

“Studies made over a petiod of years 
by the Commissioner of Motor Vehicles 
of the Province of Manitoba,” Mr. Cahill 
said, “also demonstrate conclusively that 
there is a direct relationship between the 
motor vehicle driving record and acci- 
dent proneness.” 





GREATER JOB OPPORTUNITIES 


By Carl N. Jacobs, Hardware Mutuals 
President; Discussed Trend to Pack- 
aged Protection at Campus Seminar 
A University of Wisconsin insurance 

seminar in Madison heard Carl 

Jacobs, president of Hardware Mutuals, 

describe “packaged protection” as the 

answer to the public’s insurance needs. 

Jacobs told his audience, composed of 
University of Wisconsin insurance fel- 
lows, School of Commerce faculty mem- 
bers, and leaders in the national insur- 
ance industry, that, “The public wants 
complete insurance protection and they 
want it readily available.” 

The speaker said the solution lies in 
“multiple-line operations that offer fire, 
casualty, accident and health, and _ life 
insurance. To grow,” he explained, 
“companies must develop a full product 
line to meet the demand.” This would 
result in “more people being better in- 
sured but it will also require new pol- 
icies and vastly different marketing ap- 
proaches.” 

Mr. Jacobs predicted greater job op- 
portunities in insurance because. of the 
trend. “Jobs will be more complicated 
but at the same time more interesting, 
challenging, and rewarding,” he ex- 
plained. “All this will put even greater 
responsibility on educational institutions 
to prepare their students for more de- 
manding opportunities.” 


Robert O. Helberg Advanced 


By Employers Mutuals 

Robert O. Helberg, St. Louis office 
branch manager for Employers Mutuals, 
has been named by the board of direc- 
tors to the newly created position of 
resident vice president. 

Mr. Helberg joined Employers Mu- 
tuals in the accident prevention depart- 
ment in 1937 and later worked as sales- 
man in Michigan and field sales manager 
of the Wausaw branch. He was pro- 
moted to St. Louis branch sales manager 
in 1954 and in 1955 assumed the position 
of branch manager. 

A member of the American Society of 
Safety Engineers, Mr. Helberg has 
written various magazine articles on 
safety procedures. 








~ 





G. S. HILDEBRANDT RETIRES 

Gilbert S. Hildebrandt, resident vice 
president in Baltimore for Standard 
Accident has retired. He was 33 years 
with the company and in the bonding 
field since 1911. He served Standard 
Accident in Syracuse and Buffalo. 
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Industry Backs Govt. Employes’ Plan 


The insurance subcommittee of the 
Senate Committee on Post Office and 
Civil Service holding hearings in Wash- 
ington last week, heard an insurance 
industry spokesman endorse proposals to 
create a Government employes’ health 
care insurance plan. C. Manton Eddy, 
vice president and secretary of Connec- 
ticut General Life, acted as spokesman 
for American Life Convention, and the 
Life Insurance and Health Insurance 
Associations of America. 

Mr. Eddy cited desirable features of 
a Civil Service Commission bill, endorsed 
by the Administration, and a measure 
introduced by Sen. Johnston, chairman 
of the Civil Service Committee. He out- 
lined four essentials to any health in- 
surance plan: 

1. “The insurers and the policyholder 
should cooperate closely in the daily 
administration of the program and in 
securing understanding and support of 
the program by the employes and very 
importantly by the providers of medical 
care and services, principally the doctors 
and the hospitals. 


2. “Reimbursement for charges on 
which benefits are based should be 


limited to amounts which are regularly 
and customarily charged for necessary 
care and service in the area in which 
they are provided. 

3. “Guidelines for what is regular and 
customary for the various geographic 
areas should be determined after con- 
sultation with recognized representatives 
of the providers of medical care and 
services. 

4. “Administrative mechanisms should 
be established to review these guidelines 
periodically and to act on exceptional 
cases.” 


Govt. Empioyes Should Also Benefit 


Stating their approval of the plan, Mr. 
Eddy said the companies feel Govern- 
ment employes should have benefits 
available to them that more and more 
employers are providing their employes 
across the nation: “... the objective 
should be a plan that is useful, equitable 
and, to the extent possible, a generous 
and realistic one on the part of the 
Government taking into account custo- 
mary practices around the country and, 
very necessarily, budgetary considera- 
tions.” 

Mr. Eddy discussed recommendations 
of the Civil Service Commission and 


these, he said, should prove fair, equit- 
able, and feasible to administer. “This 
comprehensive type of program is the 
most recently developed plan of health 
care insurance,” he said. “It has grown 
rapidly and within four years, five and 
half million individuals have been 


one 
covered.” 

Discussing Sen. Johnston’s bill Mr. 
Eddy said: “The benefits outlined in 


S. 94 are also ones which follow estab- 
lished patterns that have been success- 
fully used. It is intended to include the 
important control of an overall dollar 
limit on benefits. The Civil Service 
Commission has given detailed com- 
ments with regard to this bill which 
have been very thoughtfully prepared. 

“An important difference on which | 
might comment is one of cost, in that 
the estimate of cost which witnesses 
have given for S. 94 are substantially 
greater than those given for the general 
pattern recommended by the Civil Serv- 
ice Commission. Where budgetary con- 
siderations are important—and they can- 
not be ignored—it should be recognized 
that the available insurance dollars are 
best used when they are concentrated 
on benefits which are available in the 
time of desperate need when costs of 
illness have reached a catastrophic point, 
perhaps verging on financial disaster. 
Where a choice is to be made, it should 
be made in favor of the last dollar and 
not the first dollar of protection.” 


Deductibles and Coinsurance 


As to deductible and coinsurance fea- 
tures recommended by the Civil Service 
Commission, Mr, Eddy said that deduc- 
tible features make it possible to remove 
the substantial administrative and cost 
burdens of many small claims on the 
plan for minor illnesses and utilize more 
of the insured’s dollars to pay the heavier 
and more important costs of serious or 
catastrophic illness. Coinsurance, he ex- 
plained, has great psychological value in 
holding down unneeded health care 
charges because the patient bears a 
portion of the cost. 

Finally, he reiterated the insurance 
industry’s desire to cooperate with the 
subcommittee in development of a sound 
plan for Federal employes. 

“We offer all of our facilities and 
experience to assist the subcommittee 
and its staff in its further deliberations,” 
Mr. Eddy assured the hearing. 





William G. Baker Promoted 

Provident Life & Accident Insurance 
Co., Chattanooga, has announced the pro- 
motion of William G. Baker from the 
home office Group underwriting staff to 
speical representative in the Greensboro, 
N. C. office. He will devote his time to 
Group sales work in the Greensboro area, 
working with District Manager Elton L. 
Kirksey. Mr. Baker was graduated from 
the University of Chattanooga and did 
graduate work at the University of Ken- 
tucky. He has been a member of the 
home office underwriting staff for the 
past eight years. 





John L. Scheuing Retires 

John L. Scheuing, assistant secretary, 
New Amsterdam Casualty, 60 John St. 
New York City, retired on May 1 after 
29 years of continuous service with the 
company. 

Mr. Scheuing headed the A. & H. dis- 
ability benefits and the aviation depart- 
ments. He joined the New Amsterdam 
in May, 1930, after several years service 
in the Accident & Health field with 
Wells, Potter, Fish & Ustick and Con- 
necticut General Life. 





May 21 Outing of New York 
A. & H. Club to Farmingdale 


The 27th annual outing of the Acci- 
dent & Health Club of New York will 
be held May 21 at Bethpage State Park, 
Farmingdale, L. I., Club President Fred 
W. Bumby, W. L. Perrin & Son, Inc., 
announces. 

The affair, traditionally bringing to- 
gether insurance men from 96 companies 
in the New York metropolitan area, is 
being coordinated by a committee under 
the chairmanship of- Douglas J. Moe, 
United States Life. Other committee 
members are: Walter J. Corrigan, Retail 
Credit Co., William J. Kick, Fireman’s 
Fund Indemnity, and John A. Parsons, 
Royal-Globe Insurance Group. 

Also active in directing the full day’s 
recreational program are: Warren 
Behm, American Casualty Co., Arthur 
G. Fitzgerald, Accurate Insurance Serv- 
ice Bureau, John F, Murphy, Jr., Metro- 
politan Life. and Hugo Henn. 

The Accident & Health Club, now in 
its 34th year of service to the insurance 
industry, is the largest club of its kind 
in the country. 





IAAHU CONVENTION SPEAKERS 
To Include Alden C. Palmer, Sid Horman, 
Wm. Harmelin, Howard Coron 
and Jay DeYoung 

Opening banquet speaker and speakers 
for the Tuesday, June 16, program of 
the 29th annual convention of the Inter- 
national Association of Accident and 
Health Underwriters at French Lick, 
June 14-17, were announced this week. 
Alden C. Palmer, Commissioner of In- 
surance, State of Indiana, will be speaker 
at the opening banquet on Monday 
night, June 15. 

Sid Horman, vice president, Time In- 
surance, Milwaukee, will open activities 
on June 16, with a talk before the LPRT 
meeting entitled “Planned Obsolescence.” 
The rest of Tuesday morning will be 
devoted to the second session of the 
International Council meeting. 

The afternoon session will be under 
LPRT sponsorship, but open to all 
registrants. First speaker on that ses- 
sion will be William Harmelin, field 
supervisor, Harmelin Agency, New York. 
His subject will be, “Disability Insur- 
ance in the Business Buy-Out Agree- 
ment.” 

He will be followed by Jay DeYoung, 
DeYoung and Associates, Oak Park, IIL, 
speaking on “Advanced A. & S. Pro- 
gramming.” 

Final speaker on the afternoon session 
will be Howard Coron, Coron Agency, 
Canton, Ohio, speaking on “Tax Advan- 
tage Selling.” 


N. Y. Blue Cross Hearings 
May 21 at Lawyers Building 


New York Superintendent Thomas 
Thacher has set May 21 as the date of 
hearing on the application for a rate 
increase by Associated Hospital Service 
of New York. The hearing, to be held 
at New York County Lawyers Associa- 
tion building, 14 Vesey Street, commenc- 
ing at 10 am., will also hear the Blue 
Cross proposal for changes in its rates 
of payment. 

Superintendent Thacher said the hear- 
ings are to “determine whether there is 
need for interim relief before completion 
and study of the Trussell report.” 

He referred to the Columbia Univer- 
sity study, headed by Dr. Ray E. Trus- 
sell, on non-profit hospital service and 
health indemnity plans, started last June 
and expected to be completed this fall. 
“Should such relief be warranted,” 
Supt. Thacher commented, “its post- 
ponement until these studies have been 
completed would risk serious danger to 
the member hospitals and the public 
served by Blue Cross.” 








Continental Advance Meyer 

Hank W. Meyer has appointed assist- 
ant superintendent of agents — inter- 
mediate division of Continental Casualty. 
He began his career in 1947 with Conti- 
nental Casualty. Previously he had 
served in the U. S. Army during World 
War II and spent two years playing 
professional baseball, 

He advanced as underwriter, superin- 
tendent of intermediate underwriting, 
chief underwriter and eventually, A. & 
H. underwriting assistant manager in 
charge of the intermediate. association 
Group and disability divisions of the 
company. 


All American L. & C. Names 
Herpst, Hawkins and Cannon 


George E. Herpst has recently been 
appointed as agency builder, for All 
American Life & Casualty in the Balti- 
more area. The announcement was made 
by E. E. Ballard, president. 

Mr. Herpst entered insurance eight 
vears ago with New England Mutual 
Life. He graduated from the Life In- 
surance Marketing Institute of Purdue 
University and is a member of the 
Optimist Club and Sigma Chi Fraternity. 

Also appointed in’ Maryland were 
Agency Managers William--T. Cannon 
and Ronald Hawkins, who will work with 
Mr. Herpst in developing the Maryland 
area for the company. 





Industry Problems : 
In the Next Decadg 


EXAMINED IN LIAMA TAL 





Rex H_ Anderson of LINA Discussy 
Underwriting Ideas; Cooperation on 
Statistics; More Packaging 





Rex H. Anderson, vice president, Lif; 
Insurance Co. of North America, speak 
ing at the recent LIAMA accident 
sickness insurance meeting in Chicag 
called for experiment by all companie 
and greater exchange of statistical in 
formation on an industry basis if th 
A. & H. business is to meet the chal 
lenge of the next decade. 

Mr. Anderson was a stand-in speake? 
for Dr. Solomon S. Huebner, presiden/ 
emeritus, American College of Life Un. 
derwriters who was unable to appear 
owing to illness. 

The Metcalf legislation in New York 
Mr. Anderson said, puts the industry 
on the horns of a dilemma because by, 
“insisting on perpetual coverage—whict) 
requires selective underwriting—we havd 
been forced to produce a_ protection) 
which is more attractive to the healthy 
man who has more money at a time 
when we, as an industry, are expected 
to sell at a price that can be met hj 
all, including the chronically ill and th¢ 
over-age group.” 

Further along, the speaker pointed ow 
that the large company can take risk: 
that the smaller one cannot; but if the 
industry is to succeed all companies 
must engage in the experiment and ex. 
pose themselves to some of the risks 
He urged exchange of general know. 
edge in A. & S. with regard to morbidity 
on an industry basis. The dangers here 
he suggested, are not just Sherman aniti- 
trust, but of state control and its at- 
tendant headaches, even though state 
control is infinitely superior to general 
legislation and expansion of the welfare 
State. P 

Income Policies, Life Ins., 
Social Security ; 

He followed with an examination of in) 
come policies, life insurance, and social 
security, stating: 4 

“The Government has now combined} 
life insurance for the protection of the 
family, retirement insurance for old 
folks, and disability income for the 5 
year old into one contract. It is a nice 
start on a cradle to the grave program 
Maybe we should take a tip from the 
government and start merchandising ‘ 
complete family security package with 2 
more direct tie-in with social security 
Let’s write life insurance, retirement 
insurance, and income benefits in 2 
single package. 

“Right now, the Government provides 
a retirement income program with waiver 
of premium and disability income, with 3 
waiting period to age 50. Why don’ 
we tie in a package that would work 
something like this—Suppose the social 
security disability benefit were $100, andj, 
the retirement benefit was $100, let's 
sav the prospect wants a guarantee o! 
$200 a month. 

“We can write A. & S. insurance that 
will pay $200 per month until he is age 
50. At that time it reduces to $100 2 
month because he will be receiving 
another $100 from social security.. Under 
the life insurance portion of our con- 
tract, we provide $100 of retirement in- 
come and since this has waiver of pre- 
mium, his $100 is assured at age 65— 
picking up when the accident and sick- 
ness monthly income ‘ceases:” 

While there is a danger in this in- 
stance that ‘the insured may retire, Mr 
Anderson feels it no greater a danger 
than Federal control, besides ‘which it 
seems to be what the public wants: 

Discussing ‘medical expense’ insurance 
the speaker suggested: the industry is 
caught in a squeeze play between in- 
firmary, hospital and disability, and 2 
soluble premium, Fortunately, he said, 
the public is being educated on _ the 
matter of deductibles and the idea that 
insurance should be insurance and: not 2) 
guaranteed jack-pot. 

Despite the fact the major medical is 

(Continued on Page 37) 
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Coastal Life Names Hitz 
Asst. Director of Agencies 


Ben J. Hitz has been named as assist- 
ant director of agencies of Coastal States 
Life, Atlanta, Ga. He will develope gen- 
eral agency operations in the accident 
and sickness, hospitalization and medical 
coverage field. 

Coastal States Life, which passed 
$300,000,000 in force this year, entered 
A. & H._ business with the acquisition 
and merger last year of Haven Insurance 
Co. of St. Petersburg, Fla. The company 
intends to greatly expand its work in 
this line. 

Mr. Hitz is a native of Des Moines. 
Entering the service in 1942, he served 
with the Coast Guard, in charge of the 
light stations at Boston and Portland, 
with some patrol service in the North 
Atlantic. 

In 1943, he joined Mutual of Omaha 
in the St. Louis general agency, in which 
he became a partner. 


Rex H. Anderson's Talk 


(Continued from Page 36) 





considered the ultimate in health insur- 
ance it has posed tremendous problems, 
he said. “Certainly there are underwrit- 
ing headaches” he agreed. “It is needed 
in the big cities, but in big cities you 
have big costs and big loss ratio prob- 
lems. Also the buyer is most generally 
a man with more money with the result 
that he is the fellow who is clobbered 
with large doctor and hospital bills.” 

The average family does not seem to 
want major medical unless they first 
have hospital insurance, Mr. Anderson 
said. He followed with these sugges- 
tions: “Why don’t we write most hos- 
pital and major medical insurance cov- 
erages together; why don’t we add our 
major medical coverage to a_ hospital 
policy in the same way we add a family 
income rider to a life policy? As in 
the case of a family income rider, the 
underwriting and policy maintenance 
costs are borne by the basic policy with 
the result that the premium for the 
added benefit is substantially reduced. 
Maybe also, we should reduce compen- 
sation so that we can stand 75% loss 
ratio on the major medical portion.” 
Fear of A. & H. with Assigned Risk 

There is a vague fear, Mr. Anderson 
indicated, that A, & H. might wind up 
in the same situation that exists today 
in automobile insurance where “com- 
panies will be expected to write it even 
on an assigned risk basis and lose, lose, 
lose.” 

The challenge of A. & H. in the next 
decade, he added, will see “better mer- 
chandising methods, better packaging 
... the first attempt being the family 
A. & S. policy which has its attractive- 
ness. Further, the industry,” he indi- 
cated, “will be tested on the effective- 
ness of its direct mail programs. 

We may yet see the vending machine era 
employed on more policies than just 
when you fly on an airplane. 

“The challenge calls for everybody in 
the A. & H. industry from the president 
on down to the newest agent to be 
imbued with the conviction that this is 
a product which the public needs and 
wants, and which the industry is com- 
mitted to provide in the best possible 
manner,” the speaker stressed. 

“But we as an industry need more 
than that,” Mr. Anderson pointed out. 
“We need a strong voice—one voice that 
vocalizes our objectives, our capabilities 
and our desires so that they will be heard 
in every nook and cranny of the Capitol 
Building in Washington. We must have 
a concentrated program conducted; con- 
cerned with effective education of the 
— people and their representa- 
ives 

“And here, I believe the agency men 
must take the responsibility for directing 
the event. This is not a subject which 
is best handled by lawyers or financial 
wizards, but rather by men with creative 
instincts and sales-mindedness who have 
created the tremendous growth which 
this industry | has enjoyed in the past 
Several years.” 


Jas. Brewster, Jr., Noted in 
Insurance Finance, Dies 


John Haiey 
JAMES H. BREWSTER, JR. 


James H. Brewster, Jr., 76, long a 
principal figure in insurance finance 
circles, and until 1956, when he retired, 
vice president and treasurer of Aetna 
Life Affiliated Companies, died in Hart- 
ford Hospital May 4. 

A Yale graduate he was a partner in 
Rhoades & Co., New York banking firm, 
when he joined Aetna. A director in 
that organization for 30 years, and an 


executive committeeman, he was on 
board of Hartford National Bank & 
Trust Co. and other institutions. A past 


president of Yale Alumni Association 
his clubs included three in New York 





Specified Disease Plan 
Covers Cancer, TB, Polio 


American Casualty Co., Reading, Pa., 
has announced its 1959 individual and 
Group specified disease programs, which 
include coverage for tuberculosis at no 
additional cost and cancer as an optional 
coverage. 

The company points out that due to 
the great numbers of people not yet 
inoculated with Salk vaccine, there still 
is great danger from polio, and that 
already there is a decided increase in 
the number of polio cases reported thus 
far this year over the figure for thie 
same period of 1958. 

With the polio season near at hand, 
the ACCO specified disease program is 
being offered to agents as an easy-to-sell, 
low cost plan that will help to pay the 
financially crippling hospital and medical 
bills resulting from polio or any of the 
other nine specified diseases covered, 

The A. & H. department of American 
Casualty said the policy is available on 
either an individual, family or Group 
basis. Under each plan, the policy pro- 
vides up to a maximum of $2,000 for 
cancer and up to $10,000 for the other 
specified dread diseases. The policy pays 
for medical, hospital and nursing care, 
orthopedic appliances, ambulance, and 
transportation, and for the cost of sur- 
gery, X-ray, radium therapy and other 
therapeutic services prescribed for the 
treatment of cancer. 





PARKER TO TALK IN TEXAS 

Donald G. Parker, vice president for 
A. & H. of General Reinsurance Corp., 
will talk June 4 at the annual meeting 
of the Texas Underwriters & Claim 
Association to be held at Western Hills 
Motel near Dallas. His topic will be 
“Progress Is Our Most Important 
Product.” 





City—Union, University and Downtown 
Association. He left a wife, son (James 
H., III) and a daughter. 
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Follmann Discusses 
Medical Care Costs 


FOR HOSPITAL ADMINISTRATORS 
Co- 





HIAA Spokesman Cites Hospitals’ 
operation on Duplication of 
Coverages Study 





Efforts at closer cooperation among 
all parties in the health care field, with 
the aim of better controlling medical and 
hospital costs, were reported recently by 
J. F. Follmann, Jr., director of informa- 
tion and research, Health Insurance As- 
sociation of America. 

Mr. Follmann addressed the second 
annual Institute for Hospital Adminis- 
trators, sponsored by the Bureau of Hos- 
pital Administration of the University of 
Michigan. 

He stated that “the complex of fac- 
tors entering into the rise in costs of 
medical care are not too readily meas- 
urable,” adding, however: 

“Obviously, there are areas where 
measures to control costs must be con- 
sidered. Among these is the inefficient 
use of facilities. This includes poor 
scheduling of hospital admissions so that 
beds remain idle unnecessarily long, and 
duplication of equipment that may be 
readily available elsewhere on a sharing 
or cooperative basis. 

“Such situations call for constructive 
planning for efficient operation of the 
health professions,” Mr. Follmann de- 
clared. 

Evaluates Rising Costs 


He traced the recent “rapid and radi- 
cal evolution which has been proceeding 
in the provision of medical care” and 
the many resulting practical problems of 
financing health treatment. Urging that 
statistics on rising costs be viewed in 
proper perspective, he said: “At first 
blush, and standing alone, these data ap- 
pear ‘frightening. They must, however, 
be qualified and evaluated.” 

Among reasons for increased costs, he 
said, have been increasingly wider use 
and new production of wonder drugs, 
equally miraculous new surgical pro- 
cedures, increased availability of medical 
care facilities and increased public ac- 
ceptance and use of these facilities, and 
the revised concepts of care resulting in 
more use of nursing home, out- patient 
and home care facilities. 

Other factors include a rapidly rising 
birth rate, a declining mortality rate, and 
the steady increase in the proportion of 
U. S. population over age 65, 

Mr. Follmann illustrated the high de- 
gree of utilization of medical care facili- 
ties in this country by citing the National 
Health Survey which found that 99 of 
every 1000 persons were hospitalized for 
some period last year. He reported that 
insurance companies had “received 
splendid cooperation from the hospitals 
in several cities” in a study underway on 
duplicate insurance coverage and its ef- 
fects on costs. 

Other developments “which should 
prove helpful,” he said, include the many 
explorations in the use of ambulatory 
hospital care, nursing pools in hospitals, 
joint purchase of drugs and supplies 
and wiser use of nursing homes. 

“Another area for exploration includes 
the excessive provision of services be- 
cause insurance is available to pay for 
them, or the practice of charging more 
fora given service simply because insur- 
ance is present,” he declared. 


Non-Can. Disability Plan 


A non-cancellable, guaranteed renew- 
able disability policy i is now being intro- 
duced by Lincoln Liberty Life, according 
to George Albin, vice president and 
director of A. & S. Field meetings 
through Lincoln Liberty’s 12-state area 
will be held to present this latest poiicy 
development during the company’s 40th 
anniversary year. 

Specifically, the non-cancellable policy 
is guaranteed renewable to age 65, and 
provides benefits for loss of life, limb, 
sight or time resulting from accidental 
bodily injuries or loss of time resulting 
from sickness, 
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HIAA Annual Meeting In Philadelphia 


(Continued from Page 1) 


Wallace, president, Great American Re- 
serve. New vice president is Millard M. 
Bartels, chairman, insurance executive 
committee of The Travelers. Dutton 
Stahl, president-secretary, Iowa State 
Travelers Mutual, was reelected HIAA 
secretary. Leslie P. Hemry, senior vice 
president, American Mutual Liability, 
was elected public relations chairman, 
succeeding H. Clay Johnson, executive 


vice president, Royal-Globe Insurance 
Group. : 
The following five executives were 


elected to HIAA’s board of directors for 
three-year terms: Henry S. Beers, presi- 
dent, Aetna Life; Ardell T. Everett, 
The Prudential; J. W, Joanis, vice presi- 
dent and general counsel, Hardware 
Mutual Casualty; John C. Higdon, presi- 
dent, Business Men’s Assurance (re- 
elected), and William R. Shands, vice 
president and general counsel, Life In- 
surance Co. of Virginia. 

Chairman of the nominating committee 
was J. Henry Smith, underwriting vice 
president, Equitable Life Assurance So- 
ciety, who served as HIAA president in 
1957-58. 

Challenging Keynote Talk by Wallace 


As the keynoter of this convention, 
President Wallace spelled out the prob- 
lems confronting the A. & H. industry 
in addressing the opening session on 
Monday. He declared that “our business 
faces its greatest challenge and its great- 
est opportunity. For us it is just the 
beginning but, if we falter, it is the 
beginning of the end.” 

Mr. Wallace emphasized that private 
business is no longer private, and said 
that this is particularly true in the 
health insurance field. “For us, this 
presents novel and difficult problems, 
solution of which will require not only 
new methods but new attitudes, includ- 
ing an understanding of our new role. 

“Another vastly important change is 
that health insurance has become a pub- 
lic necessity and this has tremendous 
implications for our business. Heretofore 
companies could do about as_ they 
pleased. Such matters as policy provi- 
sions, age limits, cancellations because 
of deterioration of health, or even doing 
all underwriting on the first claim in- 
stead of the application, if not approved, 
were at least considered the private con- 
cern of the company. Now, however, 
with health insurance a public necessity, 
these things have become matters of 
public concern.” 

Increasing Cost of Health Care 


Mr. Wallace had close attention as he 
discussed present areas of weakness in 
coverage, noting from a long range 
standpoint that the most serious prob- 
lem is the ever increasing cost of health 
care. The solution, as he sees it, is to 

‘find more economical ways of providing 
adequate health care, and he said: “Un- 
less we do this, nothing can save us, or 
the doctors or hospitals, from socializa- 
tion. If health care is priced out of the 
reach of too many people, the Govern- 
ment will and must step in.” 

The speaker gave justified recognition 
to the Health Insurance Council, saying 
that “this group, working with doctors 
and hospitals through national, state and 
local liaison committees, offers our best 


hope for reducing, if not eliminating, 
abuse. It is by far our best, if not the 
only important vehicle, for working ef- 


fectively with doctors and hospitals in an 
effort to slow down, if not reduce, health 
care costs. 

Vulnerable to Forand-type Bill 


Mr. Wallace then declared that the 
industry has been vulnerable to the 
Forand-type bill in Congress because it 
has not up to now provided health insur- 
ance protection to a sizable number of 
persons because of their advanced age, 
physical condition, etc. He stressed the 
seriousness of cancellation and non- 
renewal because of deterioration of 


health, and gave as his personal opinion: 
“No matter what we do about future 
business, this right to cancel on present 


business will bring disaster unless we 
voluntarily restrict our right to cancel 
for deterioration of health—after policy 
issue.’ 

As to continuance of coverage on per- 
sons approaching or over 65 years of 
age, Mr. Wallace was happy to point 
to the favorable company response to 
HIAA’s recommendations of last Decem- 
ber along this line. He noted that many 
companies are now issuing and vigor- 
ously pushing sale of health insurance 
to senior citizens on a guaranteed re- 
newable for life basis; that in the Group 
field continuance of coverage or con- 
version is being offered by more and 
more companies; that additional compa- 
nies are writing guaranteed renewable 
for life policies for adults, and that more 
companies on their old business are 
voluntarily restricting their right of non- 
renewal for deterioration of health after 
issue. 

“It seems to me that the industry’s 
all-out response to these recommenda- 
tions is unprecedented,” said Mr. Wal- 
lace. “I have never been so proud to be 
a part of this industry as I am today.” 


General Manager Neal’s Report 

Faced with the task of giving a com- 
plete picture of HIAA’s activities of the 
past year on all fronts, Robert R. Neal, 
general manager of the association, did 
a magnificent job in his 68-page report, 
highspotted at the Monday afternoon 
session, “Staff Looks at the Problems,” 
which he moderated. 

He opened by citing significant figures 
attesting to the increased popularity of 
voluntary health insurance. Quoting 
Health Insurance Institute reports, he 
said $2.6 billion in benefit payments were 
made in 1958 to American health insur- 
ance policyholders, an increase ot 8.3% 
over 1957. About 70 million persons, he 
added, are covered by insurance company 
health policies out of an estimated 121 
million Americans who have some form 
of health insurance through all insuring 
organizations. Mr. Neal also noted that 
$1.1 billion of the $2.6 benefits total was 
to help defray hospital care costs and 
represents the largest single outlay of 
benefit dollars. Greatest growth in bene- 
fits, he said, was again shown by major 
medical expense insurance. 

Pointing to HIAA’s membership growth, 
the speaker pointed to 19 companies 
which accepted invitations during 1958-59 
to join the association, bringing the total 
up to 275 member companies. “Capably 
led by President Travis T. Wallace, the 
association’s contribution to the preserva- 
tion of the voluntary system and its 
furtherance of public and governmental 
understanding has been substantial,” Mr. 
Neal emphasized. 

He then declared that “we are stand- 
ing at the threshold of the solution of 
important problems of medical economics. 
More and better coverages are available 
to the American people and particularly 
is this true in the area of comprehensive 
and major medical insurance. 


“Medicine is providing aggressive 


leadership through experimental pro- 
grams such as those in effect in San 
Joaquin County and Long Beach, Cal. 


where physicians have bound themselves 
to abide by an agreement which, in 
effect, announces to the public the price 
of service, irrespective of to whom ren- 
dered or by whom paid.” 

Mr. Neal agreed with President Wal- 
lace that today’s foremost problem is the 
cost of health care, and he declared: 
“It must be faced squarely by those who 
provide service. Furthermore, there must 
be recognition of the third party interest 
which underwrites that cost.” 

He was glad to report that “medicine 
has recognized that voluntary health 
insurance is the sound and practical de- 
vice for financing health care costs with- 
in the structure of private enterprise. 
We share with medicine the joint respon- 
sibility for its successful operation.” 


Laws, Legislation and Regulation 
Much of Mr. Neal’s report was devoted 


to “Laws, Legislation and Regulation” 
on both the Federal and state levels. 


As to the 86th Congress, heavily Demo- 
has 


cratic, he remarked: “Thus far it 
been conservative in fiscal matters as 
has been the case in social matters. 


However, customarily the latter is more 
likely to receive attention in a second 
session which immediately precedes the 
bi-annual! elections.” 

For the record he said that one of 
the most important events affecting the 
A. & S. industry occurred on June 30, 
1958, when the U. S. Supreme Court 
handed down its decision in the Ameri- 
can Hospital & Life and National Casu- 
alty cases, rejecting arguments of the 
FTC that the McCarran Act should be 
construed to permit Federal as well as 
state regulation where the statutes are 
consistent rather than inconsistent, and 
that the states cannot effectively regu- 
late interstate insurance advertising. 
“Since this decision, all of the original 
41 complaints issued by the FTC against 
insurance companies, except for five 
cases in the mail order field, have been 
disposed of by court action, dismissal by 
the Commission, or consent decrees,” 
Mr. Neal said. 

The speaker then gave his HIAA 
audience a briefing on current Congres- 
sional investigations—the S. Senate 
subcommittee study on the aged and 
the aging, the O’Mahoney insurance 
hearings on antitrust and monopoly, 
hearings on the Forand type proposals, 
the study by the Secretary of Health, 
Education and Welfare into advisability 
of the Government taking action to pro- 
vide hospital and nursing home care for 
OASDI recipients and their dependents. 

Attention was also called to the setup 
of the White House Conference on the 
Aging and its program for organizing 
state conferences to discuss problems 
involved; also the meeting to be held 
June 24-26 at University of Michigan, 
sponsored by the HEW Secretary, at 
which the HIAA staff will be repre- 
sented. Mr. Neal urged that member 
companies provide delegates to attend 
the state conferences “as the results of 
their findings will be highly important 
to our industry.” 


Other HIAA Activities 


Further along Mr. Neal discussed the 
work of the HIAA company relations 
division and said that one of its sig- 
nificant 1958-59 accomplishments was the 
inauguration of the basic course of 
HIAA’s education program for home 
office employes. This division also han- 
dles the annual Group and Individual 
insurance forums which have been 
notably successful. 

In turn, the speaker spoke of the 
accomplishments of HIAA’s information 
and research division, and gave a prog- 
ress report on the activation of its “Blue 
Print of an Industry Program of Re- 
search, Education and Information.” To 
date, he said, seven of the 48 recom- 
mendations made in the “Blue Print” 
have been completed; three by their 
nature proceed on a continuing basis, 
four are approaching completion, 13 are 
under consideration, eight by their 
nature require long term consideration, 
six were dropped by the Ad Hoc com- 
mittee of industry executives. 

As to “Continuance of Coverage,” one 
of HIAA’s most important undertakings 
in the past year, Mr, Neal said: “A 
comprehensive study is presently under 
way to measure the progress of insur- 
ance companies in covering aged per- 
sons, This study will show, among other 
things, the degree to which various 
methods are used to insure older people 
and the number of persons covered by 
each of these methods as of last De- 
cember 31, 

The Neal report did not overlook the 
outstanding job being done by the 
Health Insurance Council in hospital- 
medical relations; the Health Insur- 
ance Institute, which is the public rela- 
tions arm of HIAA; the close contacts 
which HIAA is maintaining with other 
professional associations, and its co- 
operation with legislative and govern- 
mental agencies at all levels including 
National Association of Insurance Com- 
missioners. 

In closing Mr. Neal gratefully acknowl- 
edged the assistance of officers 
and directors and their devoted attention 


A. & H. Industry Urges 
Salk Shots for 90 Million 


Member companies of the Health In- 
surance Association of America are being 
urged to step up their educational cam- 
paigns urging vaccination against polio. 
HIAA General Manager Robert R. Neal 
suggested joining in and support of com- 
munity programs, This is the industry’s 
response to Surgeon General Dr. Leroy 
Burney’s appeal. 

The Surgeon General warned that 
over half the U. S. population has not 
received the minimum three Salk shots 
required. Mr. Neal urged HIAA’s com- 
panies to join in and support community 
programs, and to encourage agents and 
other empioyes to take part in the pro- 








motional campaign by word-of-mouth in 
their daily contacts with the public. 
Prior to the Association taking action, 
several HIAA member companies had 
entered the campaign with newspaper 
advertisements, radio and televsion an- 
nouncements, posters, and the distribu- 
tion of more than a million pamphlets 
urging polio vaccinations. Agents are 
working with members of churches, clubs 
and pe community groups to speed up § 
the vaccination drive. ‘ 
Dr. Burney said 90 million Americans 
lack full medical protection against polio, 
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Mutual of Omaha Has Best 
First 3 Mos. in Its History 


Mutual of Omaha has just recorded 
the best first quarter in its fifty-year 
history. The total volume of business 
produced was in excess of $47,500,000, an 
increase of nearly $3,000,000 over the 
same three months of 1958. 

Mutual President V. J. Skutt said that 
the increase was due to one major 
factor—the extensive new health insur- 
ance coverages developed by the com- 
pany for people of all ages. He added, 
“These new plans reflect our business 
philosophy of maximum benefits at 
minimum cost. We feel this record in- 
crease in business indicates public 
recognition and approval of our business 
theories.” 

Mr. Skutt made the announcement 
following a meeting of the board of 
directors in Omaha recently. 


Fe as 





Minnesota, Iowa Records 

Attendance records were established 
at the recent sales congresses of the 
state A. & H. associations of Iowa (over 
350) and Minnestoa. The Minnesota 
Association, IAAHU Managing Director 
3ruce Gifford told The Eastern Under- 
writer, set an all-time record for a state 
association with 372 persons attending 
the meeting in St. Paul. 





to the association’s affairs. In special 
tribute to President Wallace he said: 
“His tenure in office has been marked by 
substantial advancement of. the health} 
insurance business.” 


Other Features of HIAA Meeting 


From start to finish the emphasis at 
this annual meeting has been on quality. 
The well balanced speaking program, 
set up by the annual meeting committee 
headed by Raymond F. Killion, second 
vice president, Metropolitan Life, in- 
cluded the following well known person- 
alities: Insurance Commissioners Francis 
R. Smith, Pennsylvania, who brought 
greetings at the Monday opening ses- 
sion, and Sam N. Beery, Colorado, 
NAIC’s vice president; U. S. Senator 
Barry Goldwater of Arizona, who was 
today’s luncheon speaker. 

Also Karl R. Bopp, president, Federal 
Reserve Bank of Philadelphia; Dr. Leon- 
ard W. Larson, chairman, board of trus- 
tees, American Medical Association; Dr. 
Anthony J. J. Rourke, hospital consult- 
ant; Prof. Charles B. McCaffrey of theg 
Wharton School, University of Pennsyl- 
vania; Dr. Herold C. Hunt, Eliot pro- 
fessor of education at Harvard’s graduate 
school of education, and John W. Hazard, 
senior editor of Kiplinger’s “Changing 
Times” magazine, 
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THE 
TRAVELERS 
PAY-BY-THE - MONTH 
BUSINESS INSURANCE PLAN 







OPENS UP NEW yapyets! 





THE HOTTEST IDEA IN INSURANCE SELLING TO- 
DAY, THE TRAVELERS BUSINESS INSURANCE PLAN, 
ENABLES A BUSINESSMAN TO PAY FOR ALL HIS 
INSURANCE WITH JUST ONE CHECK A MONTH. 
GONE ARE BIG LUMP-SUM PAYMENTS THAT DRAIN 
ALL-IMPORTANT CAPITAL. GONE,-TOO, THE FRUS- 
TRATION OF TRYING TO KEEP TRACK OF A VARIETY 
OF DUE DATES THAT COME UP AT THE WRONG 
TIME. BY PAYING ONCE A MONTH INSTEAD OF ALL 
AT ONCE, YOUR PROSPECTS AND CLIENTS CAN NOW 
BUY THE COMPLETE PROTECTION THEY ALWAYS 
NEEDED BUT COULDN’T AFFORD. AND THEY’LL 
ENJOY THE CONVENIENCE AND ADVANTAGES OF 
HAVING ALL THEIR INSURANCE HANDLED BY ONE 
AGENT AND ONE COMPANY. THE TRAVELERS BUSI- 
NESS INSURANCE PLAN IS A STORY YOUR BUSINESS 
PROSPECTS WILL WANT TO HEAR; ONE THAT WILL 
LEAD TO BIGGER SALES AND COMMISSIONS FOR 
YOU. YOU’LL FIND THE PLAN ALSO CUTS RED 
TAPE, MEETS COMPETITION ON ALL FRONTS, AND 
SAVES EXPENSE DOLLARS IN OPERATING YOUR 
OFFICE. FIND OUT ABOUT YOUR OPPORTUNITIES 
FOR SUCCESS IN ACCOUNT SELLING. CALL OR 
WRITE OUR MANAGER IN THE BRANCH OFFICE 
NEAREST YOU. ASK FOR THE BUSINESS INSUR- 
ANCE KIT. IT’LL GIVE YOU COMPLETE DETAILS. 
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Ven THE TREN™ 
INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 








All forms of personal and business insurance including 








Life « Accident * Group « Fire * Marine « Automobile +» Casualty * Bonds 






























One of Gershwin’s best programs 
came from The Man from Equitable 


Gershwin’s insurance program was composed by 
The Man from Equitable—a man who's been ap- 
plauded a hundred years for insurance writing. This 
year, during the Hundredth Anniversary, there’s 
even more to applaud. New graded premiums, for 
example. New lower rates for women on larger size 





policies. Or the guaranteed insurability option. And 
more. It’s all being explained regularly on poucLas 
EDWARDS WITH THE NEWS, over nationwide CBS-TV. 
No wonder so many top underwriters enjoy being 
The Man from Equitable! Applause is good for the 
ears. Doesn’t hurt the pocketbook, either. 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 














